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MEDCO WHITE Fk 


1. For Lower Cost Construction 


2. Well Manufactured 
3. Accurately Graded 


Good morning, Lumber Friends! This is Everett Gillespie, General 
Superintendent of Medford Corporation. Inasmuch as Western Pine 
Association has recently announced a new booklet on White Fir, our 
Sales Manager, Mr. Hogue, has asked me to appear at the Medco 
microphone today and tell you about our White Fir Products. 


As you know from our previous broadcasts, our Company’s timber runs 
primarily to four main species—Douglas Fir, White Fir, Ponderosa and 
Sugar Pine. 


Our White Fir is very representative of this species, as it grows in 
Southern Oregon. It is a small knot type wood, free from pitch and 
resin and excessive ring and heart shake. It is light in weight and 
color. It is soft, straight grained and easy to work. 


For many purposes it is equally as useful as the better known woods, 
particularly for wall and roof sheathing, sub-flooring, studding and 
plates in low and medium cost homes, small farm buildings, summer 
cottages, temporary and light construction, concrete forms, etc. 


Medco White Fir is well-manufactured, the same as all our other prod- 
ucts. It is double-end-trimmed and the dimension is eased-edge. 


We kiln dry all of our White Fir Products—clears, boards, and dimen- 
sion and can give prompt shipment on these dry items. 


Although we are grading our White Fir under the West Coast Bureau 
of Grades rules, we believe that you dealers will be interested in be- 
coming better acquainted with the qualities and uses of this specie by 
requesting a copy of the fine White Fir Specie Booklet recently pub- 
lished by the Western Pine Association. 
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NEW WESTERN PINE 
ASSOCIATION BOOKLET 


Ask us for a copy of the 
New Western Pine Asso- 
ciation Booklet. As a mem- 
ber of this Association, we 
shall be pleased to put 
one in your hands. 
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1—Organization of an integrated and articulate construction industry which will 
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fair wages and profits to all who serve in the industry. 
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concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 
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abundant and meaningful life for all. 
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“Pennvernon” is a quality glass — the product of “Pittsburgh”...one of 
the world’s leading glassmakers. In its excellent visional properties and 
brilliant surface finish on both sides of the sheet, it is unsurpassed among 
sheet glasses. 

When you sell “Pennvernon” — not just “window glass,” you can be 
sure that it will meet the most exacting requirements of your customers 
much more completely and satisfactorily than ordinary window glasses. 


PENNVERNON zs winvow GLass 


\p PAINTS * GLASS + CHEMICALS + BRUSHES - PLASTICS 


ges i ace Piatt é& GS tS 5 COMPANY 
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FEDERAL TRADE COMMISSION has indicated unofficially that 
it won't enforce the basing point decision when freight is light. 
It is more interested in heavy industry with big freight bills. 


DIRECTORS OF THE Associated General Contractors of America 
at their midyear meeting in Chicago voted a recommendation 
that apprentices in the building trades be deferred in the draft 
if they have been in training six months, if they remain appren- 
tices during deferment, and provided they will finish training six 
months prior to becoming 25 years old. A practical suggestion 
the rest of the building industry should back. 


BUSINESS FAILURES ARE substantially above a year ago. To 
date this year in the commercial and industrial fields, they number 
3,244 compared with 2,126 in the same period for 1947 and 627 
for the same period in 1946. There is no cause for alarm, however, 
since insolvencies are following the usual trend after wars. Com- 
panies over-expanded due to the war, and those set up strictly to 
produce war goods account for many of the failures. 


PRODUCTION OF BRICK during July was 12 percent greater 
than in the same month of last year. The output of 494 million 
brick was one percent under the record production for June. Ship- 
ments to building sites were heavy but inventories. were sufficient 
to take care of demand. 





AT A MEETING called by Harry Levey, president of Adirondack 
Homes, Inc. prefab manufacturers from throughout the country 
adopted the following resolutions: 1) a national sales organization 
will be set up to promote prefabs and handle general matters 
pertaining to FHA and financing of homes; 2) name will be se- 
lected for the organization; 3) three or four basic home plans will 
be nationally advertised; 4) sales will be made locally by co- 
operating manufacturers; 5) group purchasing office will be set 
for cooperating manufacturers. 





PHOTO of Adirondack Homes factory illustrates cost cutting 
production methods used by prefab manufacturers. Harry 
Levey hopes to extend savings with new organization 
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HOUSING FIGURES 


Metropolitan areas expect costs 
to rise further before dropping 


HOME building costs have begun 
to level off in most smaller towns 
and cities, but may climb still fur- 
ther in larger metropolitan centers, 
a nationwide poll by the United 
States Savings and Loan League 
indicated today. 

Results of the poll were an- 
nounced after a survey of 250 sav- 





Think Twice Department 


One of our well-known dealer 
readers who, for obvious reasons, 
wishes his name withheld, took 
an inventory of his main yard on 
September ist and priced it at 
current market or cost. 


The inventory as of Septem- 
ber ist, 1948 totalled $550,000.00. 

In order to get an appreciation 
of values in “perspective”, this 
dealer priced the same inventory 
at December 31, 1947 (cost or 
market) prices and found that it 
totalled nearly 10 per cent less— 
an increase in over-all product 
costs of 10 per cent in eight 
months! 


Then to get a still clearer per- 
spective, he again priced the 
same inventory at cost or market 
as of December 31, 1946 and found 
that it totalled only $395,000.00 


In other words, if prices 
dropped back to the level of Jan- 
uary 1, 1947, this dealer would 
take a loss of $155,000.00 on to- 
day’s inventory! 


Just something to think about! 











ings and loan association execu- 
tives throughout the country had 
been completed by the League, trade 
organization for more than 3,650 
thrift and home financing institu- 
tions. Some of the findings were: 


1. In the opinion of 72 per cent 
of those polled, building costs have 
not yet run the full course of the in- 
flation spiral. This sentiment was 
virtually unanimous in_ returns 
from bigger cities. 


2. The remaining 28 per cent, 
most of them from smaller towns 
and cities, thought cost had started 
to stabilize. 


3. Only one of the men polled— 
from a small Michigan city—saw a 
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NEWS «aad TRENDS 


downward trend in building costs 
in the near future. 

Breaking the survey down into 
various sections of the country, the 
League found that 36 per cent of 
executives from states in the far 
west—a higher percentage than any 
other part of the nation—thought 
a plateau had been reached in home 
costs, while only 64 per cent said 
the outlook was for greater costs. 


In the middle-west a mere 27 
per cent thought a leveling-off had 
arrived and 73 per cent thought 
costs would continue upward. Of 
the southern savings and loan men 
reporting, only 29 per cent thought 
an end had come to new increases, 
and only one out of four of the rep- 
resentatives of eastern states held 
that view. 

The League survey found that 
the third round of wage hikes and 
new price increases in most lines 
of building materials were cited 
most frequently as the two chief 
contributing factors to the infla- 





to A-Y customers. 





Good Quality Logs That Mean 
Fine Quality Lumber 


Bienen eee is fortunate in having a stand of un- 
usually fine Ponderosa Pine timber — which is maintaining a 
flow of excellent quality logs to the mill—enabling us to main- 
tain a flow of exceptionally fine quality Ponderosa Pine lumber 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pine Association 


Prineville, Oregon 


tionary aspect of building costs, 

One savings and loan official com. 
mented that the prices of existing 
dwellings were being kept up in his 
area by high construction costs op 
new homes. 

Disclosures made in the Leagye 
study were regarded by Morton 
Bodfish, Chicago, chairman of the 
Executive Committee, as dramatic 
evidence for the necessity of cop. 
centrating mortgage funds on new 
low-priced housing. 

The League currently is carry. 
ing on a drive among its members 
to concentrate mortgage credit on 
new homes priced between $4,000 
and $10,000. 

“The increased price pressures,” 
Bodfish asserted, “make it all the 
more important that the savings 
associations exert every effort to 
keep the size of their loans small.” 

He said that he feels the shift in 
emphasis of the financing of new 
construction by the nation’s savings 
institutions has played a signif- 
cant part in cutting down the out- 
put of luxury housing and boosting 
the production of new small homes. 


MORE SEEDLINGS 


Record tree planting crop 
is expected for next year 


THE 1948-49 production goal of 
state forest nurseries is slated to 
reach 328,306,000 seedlings, ac- 
cording to a recent survey of the 
American Forest Products Indus- 
tries, Inc. This will more than 
double the production of the past 
year. Only three states have no 
plans for distributing seedlings, al- 
though six others will not raise 
their own but will purchase seed- 
lings from federal and _ private 
nurseries and distribute them at 
cost. Largest production is planned 
by Georgia with a production goal 
of 48,500,000 seedlings. 


COST INCREASES 
House prices up another sik 
percent over the summer months 


CONSTRUCTION cost increases 
in 33 north central and easter 
cities are following the same 
course as for Metropolitan New 
York-New Jersey and New Eng- 
land places, according to the cul 
rent issue of The Dow Service 
Real Estate Valuation Calculator. 
Calculations based upon quotations 
from local sources for building m* 
terials and labor with allowances 
for productivity show that building 
costs have gone up this summer 
about six per cent. This compares 
with six per cent for the New Eng § 
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-THE NEW CURTIS WOOD PRODUCT 
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| PRESPINE 





Prespine is available only as used in 
's@ production of Curtis Woodwork. 


PRODUC 














Introduced by Curtis only last June, Prespine—the new 
wood panel product—is meeting with enthusiastic and 
widespread approval. And no wonder—for Curtis 
Prespine combines a host of important advantages 
with the proved quality and durability of wood. Used 
at present as panels in Curtis doors, and in some parts 
of kitchen units and other cabinetwork, Prespine is 
hailed as something mew in the woodwork field— 
another Curtis “First.” 

Prespine carries on the Curtis tradition of providing 
greater value for the home owner—and profits for the 
lumber dealer. Today, it takes its place as a worthy 
companion to the many improve- 
ments which Curtis has intro- 


1866 ‘ 
duced in woodwork products. 


RTIS 


DWORK 


CLINTON, IOWA 


‘TS MERCHANDISER 
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These Curtis doors, with the new Prespine panels, show the beauty 
of finish made possible with this new Curtis product. 









WHAT’S WHAT ABOUT PRESPINE 


93% Wood. Madeoffinely divided wood formed 
into panels under extreme pressure, Prespine 
works and handles like wood. Manufacturing 
does not change the chemical composition of 
the wood which is used. 


Uniform Color and Texture. Prespine is very 
close in color to the species of wood from 
which it is made. There is little variation in 
color, texture or appearance. 


Remarkable Finishing Qualities. Prespine has an 
excellent paint or stain surface. There is no 
grain raising—nothing to cause cracks or 
checks through paint. In addition, Prespine 
will not cause paint discoloration. 


Amazing Durability. Prespine has remarkable 
resistance to impact and denting. The edges 
will not splinter. Prespine has proved espe- 
cially resistant to the damage incurred by or- 
dinary warehousing, shipping and handling. 


CURTIS COMPANIES SERVICE BUREAU 


A Department of Curtis Companies Incorporated 


Clinton, lowa « Wausau, Wis. + Chicago, Ill. + Sioux City, lowa - Lincoln, Nebr. « Topeka, Kan. «+ Minneapolis, Minn. 








3 Reasons WHY 
It Pays to Buy 
from These 
Western Wholesalers 


. Your Western Wholesaler is on the 
ground. He can see a mill's facilities— 
and the class of lumber being produced. 


. Your Western Wholesaler gives you serv- 
ice from many mills. If one doesn't have 
the right stock, another probably does. 


- Your Western Wholesaler has an intimate 
knowledge of each mill's manufacturing 
and shipping facilities. He knows what 
mills can best meet your needs. 


Put your needs up to these leading Western 
Wholesalers. 





Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Main 6954 Riverside 4335 





Duncan Lumber Co., Inc. 
White Bldg., Seattle | 
Specializing in dimension and boards. 


Morrill & Sturgeon 
Lumber Co. wan dese 
Yeon Bidg.. Portland. Ors 








Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 








564 Market St.. San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 














NEWS a«d TRENDS 


land States and five per cent for 
cities within the Metropolitan New 
York-New Jersey area. 

The total increase since 1941 for 
the 33 cities whose results have 
been released in Delaware, New 
York, Pennsylvania, Ohio, Indiana, 
Illinois, Michigan and Wisconsin, 
is 117 per cent. This means it 
takes $2.17 to purchase in the con- 
struction market what you could 
have had for $1.00 before the war. 
According to these figures the pre- 
war $6,000 house should cost about 
$13,000 today, on an average. 

Labor wage increases in 10 
building trades amount to 8% per 
cent since spring ’48 and are 82 
per cent higher than in 1941. Build- 
ing materials used in Dow Service 
surveys are quoted, on the average, 
3 per cent above last March and 125 
per cent over 1941. 


WAGE LEVELS 


Current rates in building trades 
help explain high cost of houses 


ACCORDING to figures recently 
released by the BUREAU OF LABOR 
STATISTICS, bricklayers enjoy the 
highest union wage scale in the 
building industry..- The following 
table is based upon a study of the 
New York area. 

Union Scales 

effective on 
July 1, July 1, 

1945 °# 1948 

Bricklayers $3.20 
Carpenters ; 2.75 
Electricians y 2.50 
Painters ; 2.30 
Plasterers ; 3.00 
Plumbers 3.00 
Building laborers . 1.70 


MEMORIAL 


Masonite directors set up 
scholarships for students 


DIRECTORS of Masonite Cor- 
poration have established five an- 
nual competitive college scholar- 
ships, each worth $750 a year, for 
children of employees in its hard- 
board plant at Laurel, Miss., as a 
memorial to William H. Mason, 
founder of the company. 

Eugene Holland, president, in 
announcing the board’s action, said 
a total of 20 students will receive 
substantial aid each year after the 
program has been in effect three 
years. The company’s principal ob- 
jective, Mr. Holland said, is to 


help promising high school grady. 
ates whose own resources would 
not permit them to attend college, 

Winners of the annual competi- 
tion will be chosen by an impartial 
committee on the basis of scholas. 
tic accomplishment, leadership 
ability, personality and_ financial 
need. 


REGULATION "W" 


Study credit controls to apply 
to repair and modernization work 


THE Federal Reserve Board 
now has under consideration plans 
to control credit for modernization 
and repair of existing structures 
under the new Regulation “W,” 
which became effective September 
20. If such control is established, 
it will probably cover the minimum 
size (and percentage) of down pay- 
ment and the maximum term of 
repayment. 

The maximum loan amount may 
also be subject to control. At the 
present time, credit of this type is 
specifically exempt from control 
under Regulation “W.” 


DOUBLE BARRELED 
Chemical drying of lumber 
means possible by-products 


A SOLVENT method of drying 
pine lumber may soon prove to be 
an important Western source of 


turpentine, resin acids, fatty acids, ] 


pine oil and plant sterols. Albert 
Herman and A. B. Anderson of the 
Western Pine Association, Port- 
land, Ore., are developers of the 
process which is now ready for pi- 
lot-plant operations at the Shevelin- 
Hixon company mill at Bend, Ore. 


COUNCIL MEETING 


Manufacturer's representatives 
will discuss lowering costs 


THE ANNUAL meeting of the 
Producers’ Council, national O- 
ganization of building products 
manufacturers, will be held Sep- 
tember 29 to October 1 at the Hotel 
Commodore in New York City, 
David S. Miller, Council president, 
announced Saturday. 

The meeting will be devoted 
principally to discussion of various 
proposals and programs for le 
ducing the cost of construction. 

Representatives of all branches 
of the building industry are ir 
vited to attend the general se 
sions and luncheon to be held o 
Thursday, September 30. 

The preceding day will be de 
voted to meetings of the Council's 
committees and the Board of Dr 
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rectors. A business meeting and 
an address by the organization’s 
president for 1949 will ge the 
program on Friday, October 


"DOOR PRIZE" 


Nationwide contest seeks name 
for new type lightweight door 


“THE BIGGEST door prize in 
history’—is the way the Roddis 
Lumber and Veneer Company de- 
scribes their contest to find a name 
for their new Lightweight Hollow 
Core Door. The contest is open to 
all architectural firms, mill work 
houses, lumber dealers and their 
employees. It is being announced 
through a series of page advertise- 
ments in trade journals and a 
mailing of some 50,000 folders to 
firms throughout the United 
States. 

The winning name is worth a 
thousand dollars, and the secone 
and third place names five hundred 
doliars each. All entries must be 


in the mail before midnight on 
November 20. 
The new Roddiscraft Light- 


weight Door features the exclusive 
accordion type veneer core which 
combines lightness, strength, 
rigidity and provides multiple sup- 
port for the face panels. It is an 
entirely new development in _ hol- 
low core construction, and the 
Roddis Company is seeking a name 
that aptly describes the door and 
its many advantages. 


CASE HISTORIES 


Lasting qualities of Wolmanized 
wood shown in new publication 


WHAT is considered to be the 
most extensive case-history file 
maintained by any wood-preserving 
company—the service records on 
Installations of “Wolmanized” 
treated wood—has been brought up 
to date and its contents summar- 
ized in a new report by the techni- 
cal department of the American 
Lumber & Treating Co. 

The first published data covering 
the installations comprising the 
case-history file were presented at 
the 1941 Annual Meeting of the 


American Wood-Preservers’ Asso- 
ciation. The war years prevented 
non nd publication but, during 


‘48, the treating company’s 
technicians brought in new and 
Supplementary records on more 
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McKINNEYS 


FORGED IRON HARDWARE 


Complete FRONT ENTRANCE DOOR KIT 


Here it is—Kit No 


@ 20” x 


. 24 consisting of 


24” Display Board DB#7 as illustrated above. Samples 
are mounted on the board, as shown . 


. FREE. 


@ 3 complete sets of front entrance door hardware including 
lock and trim for both inside and outside. 
@ The Heart design is the most popular of all early American 















MANUFACTURING 








McKINNEY 


PITTSBURGH 12, 


patterns. It is ideal trim for the currently 
favored Ranch type home. 


Resale Value of Kit 
—approximately $92.70 

Order Now—Your Jobber Can Make 

Prompt Delivery 


COMPANY 
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NEWS aad TRENDS 


than 34,000,000 board feet of Wol- 
manized treated lumber in service 
(including reinspection of over 
92% of the 1941 total of 21,475,- 
000 feet). 

Detailed files on such varied 
classes of installation as _ wet- 
process factories, railroad struc- 
tures, bridges, mines, refrigerated 
buildings, water works and _ sta- 
diums show that less than one-half 
of one per cent of.all the lumber 


covered by the records has failed 
because of decay or insect attack. 
Over 10,000,000 board feet of the 
34,000,000-foot total is between 20 
and 25 years old. The figures show 
that where properly treated wood 
is used in hard-service installa- 
tions, nearly ten times as much 
of it will be removed because of 
wearing out, storm breakage, re- 
construction or abandonment as 
will be damaged by rot or termites. 

According to H. W. Angell, chief 
wood technologist for American 
Lumber & Treating Co., it will not 
be possible for a number of years 
to begin plotting the average serv- 





ANLOY <1 LKS/ 
'M ‘WOODY’ 


“THE BUILDER'S FRIEND” 


* YOU'LL LIKE ME 
BECAUSE I APPEAL 
DIRECT TO THE 
CUSTOMER. I CREATE 
DESIRE FOR NEW 
HOMES, REPAIRS, 
REMODELING. I CREATE 
DESIRE BECAUSE I 
DRAMATIZE THEIR 
NEEDS. A SALESMAN 


oc 


WILL CALL ON YOUR eo 


REQUEST. 
& 


worldwide 
syndicate 


s 
Box 6117 
DALLAS 


* 
LOCATED IN THE HEART 
OF BIG "D"... 
. «+ CITY OF "BIG" 
BUILDERS! 


YOU'VE SEEN 
ME BEFORE! 


) WORLD WIDE SYNDICATE 


ice life to be expected from Wo). 
manized pressure-treated lumber 
for the various classes of service 
“The oldest U. S. installation, , 
dye house in Connecticut, is poy 
24 years old and still sound. Up. 
til much of the material in th 
20-25 year group has been remove; 
because of decay, no basis for pre. 
diction of average life can be gs. 
tablished,” Angell said. Future re. 
inspection will be made _ periodi. 
cally. 


Copies of the new report are 
available at no charge from the 
Technical Department, Americay 
Lumber & Tieating Co., 332 Sp 
Michigan Ave., Chicago. 


RESEARCH PLAN 


Redwood group to study need 
for research in utilization 


A RESEARCH committee has 
been established by the California 
Redwood Association, San Fran- 
cisco. It was created to explore 
the advisability of various re 
search projects for the California 
Redwood lumber industry and 
means of carrying out the re 
search. Investigations will include 
studies in the utilization of u- 
used wood in mill and logging op- 
erations. 


HOME SHOW 


Exhibit features numerous & 
homes for public to view 


WHAT is believed to be the ¥ 
largest newspaper supplement § 
ever devoted entirely to home built- 
ing and home furnishing anywhere 
in the country was published by 
the Chicago Tribune on Sunday, 
Sept. 19, as the opening promo- 
tional gun of a month-long Chi- 
cagoland Home and Home Fur 
nishings festival. 


Featured in the community-wide f 
festival, jointly sponsored by the 
Tribune and the Home and Home 
Furnishings Council of Chicago § 
land and officially opened by *— 
proclamation from Mayor Marti! & 
H. Kennelly, are 52 full-scale pritt & 
rooms, built for public display )Y 
47 retail stores from winning ¢¢ 
signs in the Tribune’s $26,20! 
Better Rooms competition, and 7 
demonstration homes, built and e 
hibited by members of the Chicaé? 
Metropolitan Home Builders ass 
ciation. Thirty of these demo 
stration homes were completel’ 
furnished for the festival by 
tail stores; eight were furnished 
for display by the builders. 


+6 
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Meet these Industry-Approved Standards 


SR 
fs S 
co oo 


When the letters FDI appear as 
part of the grade trade-mark they 
certify that the doors so marked 
not only meet industry standards 
but have also been officially in- 
spected by the Fir Door Institute 
and, at the buyer’s request, will 
be covered by the official, notar- 
ized Certificate of Inspection. 
* 


(Douglas Fir Doors are also 
made in Grades A, C and MR. 
Stock doors in every grade are 
precision pre-fit to a size 44-inch 
less than previous net catalog 
height, 3/16-inch less than cat- 
alog width—for ease and speed 
of installation.) 


“IR DOOR INSTITUTE 


Tacoma 2, Washington 
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GRADE B—Recommended Primarily for Paint Finish 


To be Factory Resin-Sealed 


STILES, RAILS, AND MULLIONS—This stock shall be of ver- 
tical grain faces with some coarse grain permitted. It shall 
be sound in all respects. and may contain sap, light stains, 
streaks, burls, and neatly repaired pitch seams. Glued-up 
members are permissible. A moisture-resistant glue shall be 
used. Mixing of woods is permissible provided both stiles 
are of a single specie. 


PANELS—FLAT VENEERED—The standard thickness of 3- 
ply flat veneered panels shall be 14 inch after sanding. Each 
face shall be of one or more pieces of firm smoothly cut 
veneer. When of more than one piece, it shall be well joined 
and reasonably matched for grain and color at the joints. 
It shall be free from knots, splits, checks, pitch pockets, 
and other open defects. Streaks, discolorations, sapwood. 
shims, and neatly made patches shall be admitted. 


PANELS—RAISED—The standard thickness of raised panels 
shall be not more than 9/16 inch before sanding and not 
less than 7/16 inch after sanding. They may be either slash 
or mixed grain, or mixed woods and shall conform to the 
grade of the stiles and rails. Glued-up, solid panels are 
permissible. 





(eo.J.Silbernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

© MILLWORK 
© MOULDINGS 
© SIDING 

¢ FLOORING 


I gg 


(eo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 
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RS 
EDITORS 


"We Can't Do Without It" 
To the Editor: 


I wish to extend hearty congratuations on your 75th 
Anniversary, and also, conzratulate the Wilbur Lum- 
ber Co. on its good judgment by subscribing to the 
AMERICAN LUMBERMAN continuously since 1897. Your 
publication over this period of years has been of great 
assistance in the development of our business. From 
it, we have acquired knowledge which we would have 
been unable to obtain without it. 

Perhaps you may be interested in what has hap- 
pened to our company since we started reading the 
AMERICAN LUMBERMAN. Back in 1897 we operated 
19 retail yards and sawmills in northern Wisconsin. 
In 1948 we operate 13 retail yards, a millwork fac- 
tory and no sawmills. Of the original 19 yards, we 
have only five in operation now, but have added eight 





HAWLEY W. WILBUR, left, as he appeared in AMERICAN 

LUMBERMAN, March 12, 1897. “A coming lumberman,” the 

caption said. H. W. Wilbur, right, president of Wilbur Lumber 
Co., as he looks today. 


In 1897, the directors of Wilbur Lumber Co. de- 
clared a 221% percent cash dividend. My father, 
George H. Wilbur, secretary-treasurer and general 
manager, drew a salary of $3,500 a year; the vice- 
president—$2,500 and the president—none. Now we 
only disclose the president’s salary to the Internal 
Revenue Department. 

Your publication has been outstanding in the retail 
lumber trade for 75 years, and we shall continue as 
a subscriber for all our managers as long as you con- 
tinue publication. We can’t do without it. HAWLEY 
W. WILBUR, president, Wilbur Lumber Co., West 
Allis, Wis. 


A & L Subscribers for Many Years 
To the Editor: 

I have been interested in looking over your list of 
oldest readers. I have been reading the AMERICAN 
LUMBERMAN since I was a boy but do not have any 
record of dates. However, I recently ran across, in al 
old Atlas, torn out pages of the LUMBERMAN. The 
first page and page 17, dated December 17, 1899—S° 
that indicates that I have read the paper for at least 
49 years. 

Above pages contain a write-up of John Barber 
White, of Grandin, Mo. (not related to our family) 
who gave my father, James F. White, a balsa walking 
cane which looks like a war club but is almost as light 
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Dealers all over the country 
are increasing their impor- 
tance in their areas—and 


developing their immediate 





and future business by tieing- 
into the ‘“‘Red’’ Brand— 


“practical-land-use” cam- 


paign. 
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Have you mailed your 


PROFIT-BUILDING 





Orders for the series of 
booklets containing the 
“practical-land-use”’ radio 
broadcasts are pouring in— 
dealers can advertise any 12 
products on the back cover 


of these low cost booklets. 


Peoria 7, Ill. 
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Keystone Steel & Wire Company 
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If you haven’t mailed your 


order for your tie-in book- 
lets yet, do it today. Or, mail 
the coupon for details on the 
“practical-land-use” plan — 
the plan that helps dealers 
help the farmers in their 
areas get bigger returns from 
the dollars and hours they 


put into their farms. 


Don't wait any longer, 
send in your tie-in 
material order—or 
mail the coupon 
for complete 
information. 


Send me the broadside telling about the ‘'Red’’ Brand “practical-land-use”’ 
campaign—and describing the low-cost dealer tie-in promotion. 
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@ SINGLE, ENCLOSED 
BLANKETS, 8 feet long 


STANDARD 15” Widths 


SEMI-THICK, FULL-THICK, 
or EXTRA-THICK 


Standard Vapor Barrier or 
ALUMINUM FOIL Backing 


FORTY EIGHT 
iNSULATIONS 


When you give builders top quality Copr-fibre 
Insulation in the sizes and thicknesses they need 
for fast, easy, one-man installation, you are build- 
ing repeat business and good will that come only 
with real cost-saving service. 

There is no need to cut Copr-fibre Blankets. 
One man can install full 8-foot wall lengths at 
approximately the same speed two men can han- 
dle batts or rolls on this job. For shorter spaces, 
there are Copr-fibre Batts of the right lengths to 
speed work .. . Or Copr-fibre Pouring Wool that 
does not pack, absorb moisture or support 
vermin. 

Copr-fibre products are all-mineral—fireproof 
now, and forever—rotproof, vibration-proof and 
termite-proof. 

Get full details on how Copr-fibre can build 
your sales . . . Samples, literature and prices on 
request. 








as cork. It is claimed that Grandin, Mo., is the only 
territory in the United States where balsa vrows, 

Years ago I followed very closely Met L. Saley’s 
“Realm of the Retailer” and also Douglas Malloch’s 
column. A number of years ago we had the pleasure 
of entertaining Mr. Malloch in our home when he 
was giving a lecture here. ROBERT H. WHITE, 
Jas. F. White Lumber Co., Marissa, IIl. 


To the Editor: 


Our firm has been in the lumber business. since 
1890—and we do not have records to indicate. How- 
ever, I asked by father how long he thought we had 
taken your edition and he thinks it over 50 years, He 
also states that at one time you had a record of the 
length of time we had taken your service. 

Our firm started at Stetsonville, Wis.—with mills 
at Milam, Dorchester and Stetsonville—we now op. 
erate one plant at Klamath Falls, Ore., and one at 
Unity, Ore.— both pine and fir mills. ROBERT P. 
ELLINGSON, JR., Ellingson Lumber Company, 
Klamath Falls, Ore. 


To the Editor: 


Sorry we are unable to go back in our records to 
establish original subscription date to AMERICAN 
LUMBERMAN. It is safe to say, however, that ours 
could pre-date a very large majority of present sub- 
scribers since we are presently celebrating our 8lst 
year. 

As head of this old business I was preceded by a 
father and uncle and before that by grandfathers on 
both sides of my family and feel sure that the pages 
of the AMERICAN LUMBERMAN were a genuine part of 
this company’s reading as it is to-day. CHAS. A. 
RINEHIMER, president, Rinehimer Bros. Mfg. Co., 
Elgin, Ill. 


To the Editor: 


Our outfit was founded in October, 1840. This will 
make us 108 years old next month. Do you know of 
any yard west of the Mississippi that is older than we 
are? We think we are the oldest. W. L. BEHAN, JR., 
president, Boeckeler Lumber Company, St. Louis, Mo. 


To the Editor: 

Congratulations to you on your 75th Anniversary 
year. Always look forward to reading the AMERICAN 
LUMBERMAN which we have subscribed to for many 
years. I might add that we are in our 80th year hav- 
ing been established in 1868 by my great-grandfather. 
Much continued success in the yoars to come.—JOHN 
W. CAVANAGH Jr., Cavanagh Lumber Co., Petaluma, 
Calif. 


To the Editor: 


As long as I can remember my father, Courtney 
Starkweather, read the AMERICAN LUMBERMAN rel- 
giously every Sunday morning. When I came in the 
yard with him 49 years ago, he would mark certall 
items and insist upon my reading them. Now I, my- 
self, read your magazine regularly and mark various 
articles for our several executives to study. If you 
will refer to your records, I am sure you Will find 
that the name “Starkweather” is among your earliest 
subscribers. I would say it must date back at least 
55 years —C. A. STARKWEATHER, president, C. 
Starkweather & Son, Beaver Dam, Wis. 


c 
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WASHINGTON 


CONSTRUCTION—total of all kinds—hit a new 
high in August; some 30 percent above a year ago, 
measured in dollars. Dwelling starts was placed 
unofficially at 90,000; and September and October 
starts are expected to equal those: of August. Build- 
ing wage rates are thought to be 10 percent higher, 
and building materials 13 percent higher than in 
the midsummer of 1947. Costs are still creeping up. 


HIGHER FREIGHT RATES, plus price increases of 
steel and cement and some other lines, help account 
for the slow increase of housing costs. Building 
mechanics, except plasterers and bricklayers, seem 
to be available, in larger cities at least. Smaller 
communities haven't kept up in apprentice training. 
There continues to be a firm core of demand for resi- 
dential units; although some exceptions are show- 
ing up. 

MORE EXPENSIVE HOUSES—above the $10,000 
figure—have bulked large in the pattern, up to 
now; larger than the Washington men had expected. 
Most of the big houses were for owner occupancy; 
no more than a dozen out of a hundred for rent, and 
those for high rentals. Well, houses above $15,000, 
the kind contractors like to build, are getting harder 
to sell; definitely. But as yet there’s little cutting 
of prices. 


BUYER RESISTANCE, in upper brackets results 
from a couple of things. First, a lot of the market 
has been supplied. Upwards of 600,000 units were 
started, the first seven months of this year; many of 
them expensive houses. Second, financing a home 
isn'tso easy. Many families, ready to take a chance, 
find the down payment is a lot bigger, monthly pay- 
ments and interest rates higher and security stand- 
ards tougher. 


_ GI BORROWERS, in the Washington area, report 
Increased difficulty in finding loans at four percent. 
A good many loans to veterans are in part FHA 
loans; carrying four and a half percent interest and 
half of one percent for loan insurance. That's five 
Percent, as Joe adds it up. The ratio of these more 
expensive loans, in the field of veteran borrowings, 


is seven or eight times larger at present than a 
year aco 


FEDERAL RESERVE INCREASES in required bank 
Teserves will have a measurable effect upon hous- 
Ing icons. A little complicated. But to set up the 
Teservs, the banks will sell upward of two billion 
dolla:: worth of Federal securities. While those 
government securities brought in but a small re- 
turn, tt return will now be lacking; and to balance 
‘Lup tnc banks are sure to push up their loan rates 
©Y a siiall amount. 
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BUT INTEREST RATES ARE LOW, compared with 
earlier years. And the general run of commercial 
borrowers probably will not make much fuss about 


the increase. Hence the added reserves are not 
likely to be much of a brake upon general inflation, 
but they will hike the rate on housing loans, includ- 
ing those to GI Joe. Otherwise investment money, 
invited into housing mortgages, will stroll away, 
looking for greener fields. 


FEDERAL AGENCIES, working under the Housing 
Act of 1948, are trying to divert the industry from 
more expensive to less expensive housing units; not 
on the theory that papa knows best but to keep the 
big-house boom from blowing up like Bikini. It 
isn't proving to be so easy; but if it can be man- 
aged successfully then house construction can and 
probably will run on a high-volume level for a long 
time. 


CURRENT COSTS, to be loud about it, are the 
toughest obstacles. One big eastern project, facing 
up to the official $8,100 limit per unit, gave over the 
attempt. With residential building costs in that 
area more than twice what they were nine years 
ago, the official limits wouldn't permit the building 
of a house that buyers wanted. That $8,100 isn't 
hay. But the customers said the house wasn't a 
house, either. 


THE BIG TEST for the industry next year, say the 
analysts, will be this shift from larger to smaller res- 
idences. Present commitments will carry us through 
this year. The guess is that the change can be made 
successfully. The FHA and the National Association 
of Home Builders will hold a series of conferences 
in leading cities to consider some new government- 
insured mortgage plans for the benefit of low-cost 
housing. 


RETAIL INVENTORIES, measured in dollars, ac- 
cording to a survey conducted by the NRLDA, 
average about 30 percent higher than a year ago. 
Wide variations, of course. Accounts receivable are 
28 percent larger; again with individual variants. 
Most serious shortage, according to the survey is 
nails. Next, in declining order, are gypsum lath and 
board, white pine uppers, cement, and millwork. 


CONSUMER INSTALMENT CREDIT: Federal Re- 
serve has issued a booklet about Regulation, W. 
Inquiries about this Regulation should go to the Re- 
serve Bank or branch nearest you. As this page 
gets it, “W” doesn't apply to repairs or improve- 
ments of an existing building except to the extent 
that such repairs or improvements “incorporate any 
listed article?’ Patching the plaster? Probably no. 
Putting in a new sink Probably yes. 
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You'll Find the Answers to Announcing 
These 20 Important Ques- 


tions in Art Hood's Book Creative Selling | 
“ Creative Selling “ to Building Products Consumers | | 


What do | do when a competitor mg A Compendium of Information, ideas 4 
undercuts my price? | State : | 








How much can | sell in a year? 

How can | make a repeat customer 
out of a complainer? 

Who are the four most likely new — siniaaniainailine 
prospects to be contacted when | te Building Products Consumers 
one of my package sales is com- American Lumbermen ero Products Merchandiser 
pleted? : 

What basic materials should | include A NEW BOOK FOR BUILDING PRODUCTS 
in my farm sales kit? SALESMEN 

How can | double my sales through 
installment financing? 

What are the 72 most common and 
most profitable sales packages in 104 pages of must reading if you are engaged in selling or supervising the 
my line? a ' . . , — 

How can | make the telephone work sale of building materials. Creative Selling gives you complete in.ormation 


for me? shout what you sell... to whom you sell... and the most effective methods 
What are the 38 things | should know 


about each product | sell? of maintaining maximum sales volume. 

What are the 10 commonest types of ti 
customers and how can | i Arthur A. Hood, editor of American Lumberman & Building Products Mer- 

es — sell to ve aged chandiser, and a leading figure in the building materials industry for many 
iw a ase ain Ad sin years, completed this volume for the express purpose of placing the best of 
terials salesman? 

What is creative selling and what 
does it mean to me? . tal? 

What are the 20 proven ways to close * What is your annual sales potential? 


a sale? * Making the sales plan fit the prospect. 
How can | handle lower priced com- 


petition? * Building farm sales. 

What are the 10 principal things | “Idi 
have to sell and aa f their a Ae ene eee eee 
potential? 

How can | extend my selling day by * How to close sales 
two hours and my personal selling ; 
success proportionately? 

What are the seven parts of a suc- With effective selling becoming increasingly important as the sellers market 
cessful sale? ; book 

What does it cost in profits to cut | changes to a buyers market, this book has been adopted as the sales text boo 
prices by 10%? 

How do | measure up in the 100 ba- 


sic living habits and attitudes of Copies sell for $1.50 each; in quantities of 5 to 25 at $1.25 each; and in 
the successful salesman? 


What are the seven questions in every quantities of over 25, at $1.00 each. 
customer's mind which must be . 
answered in a successful sale? Use the handy coupon below. We'll fill your order promptly. 


Prepered for the 
Retail Building Products Salesman 











many tested selling procedures in one volume. He covers such subjects as 


* How to overcome sales resistance. 


for this year's courses of the National Lumber Dealers Association. 





American Lumberman & Building Products Merchandiser Prices Per Copy 
139 North Clark St. Single Copies 


. — 5 to 25 Copies 
Chica Illinois 
- 2, - More than 25 Copies 


Please send me. copies of CREATIVE SELLING TO BUILDING PRODUCTS CONSUMERS. Enclosed is my 


remittance for $ . Bill me 


Send To .... 
Company .. 
At .. 
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Editorvial..... 


Back to School! 


Better Education is Our Mutual Responsibility 


This is the time of year when students by the tens 
of thousands are engaged in their autumn trek to our 
institutions of higher learning. 

The majority have fixed their course toward a 
specific career in economic life. 

It is timely that we of the light construction in- 
dustry should again review what is being done at the 
college level to train the building material producers 
and distributors of tomorrow. 

With this issue we are starting a comprehensive 
“Report from the Universities”. 

In this and subsequent issues the course adminis- 
trators in each of the 33 universities which have 
four-year degree curricula in light construction en- 
gineering and marketing will give a factual report on 
the work in their institution. 

Because interstate barriers to matriculation have 
heen generally removed by these schools, readers in- 
terested in having a son, daughter or acquaintance 
take these courses will be interested in the varied 
approach of the colleges in different sections of the 
country. 


In addition to this work at the university level, 


_ tegional associations are announcing their fall-winter- 
| spring schedule of 30-day courses. + 


The degree of success of these educational efforts 


_ will be in large measure in proportion to the support 


these schools and institutions receive from the 


industry. 


There is not an executive in the fields of manu- 


| facturing, wholesaling or retailing in this industry 
| who cannot contribute importantly to making these 
| Courses larger, stronger or better. 


_ Here are just a few suggestions for specific helps 
from building industry people: 
Interest students in taking the courses. 
Send your sons and daughters to these univer- 
Siti 
Tell your building industry customers of this 
proesam. 


Emp|«: graduates of these schools. 


Buitp; : 
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Provide summer work for students enrolled in 
these courses. 

Contribute texts and lectures to instructors. 

Provide competent outside lecturers for the 
courses. 

Supply literature, films, ete. without too much 
emphasis on individual company propaganda. 

Adopt your state school or the nearest one, visit 
the campus, seek out the administrators, in- 
structors and students, find out what help they 
need that you can provide, attend graduation 
ceremonies and make your cooperation con- 
tinuous. 

Set up scholarships to help brilliant students in 
need of financial support. 

Have an educational committee in each associ- 
ation fostering, aiding and abetting this educa- 
tional program in every possible way. 

Acquaint employees with programs so that they 
may cooperate along above lines. 

See that high school vocational guides and 
graduates know of the availability of such 
courses. 

Acquaint local newspapers with this educational 
program for the industry. 

Invite educators conducting these courses to speak 
at industry meetings. 

Each and every one of us can implement at least 
one of these suggestions and in so doing we will be 
helping our industry, our country and ultimately 
ourselves. 

What is good for the industry is good for all of us. 


EDITOR 
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SALES AND SERVICE GO}: 
HAND - IN- HAND 


ASTER MERCHANT Harvy first year was $54,304.81; annual mont 

L. Richards has spent a quar- sales now total many times that HR no cz 
ter of a century as a building prod- figure. “y 
ucts merchant. His new Richards Sales this past year, broken down fe ices” 
& Krueger Lumber Co., Inc., store into dollar volume figures by de [B paper 
in New Braunfels, Tex. (Pop. 10,- partments, were as follows: build. J other 
000) is as modern as air condition- ing materials, 6714 percent; hard- [ Riche 
ing and fluorescent lighting; more _—_ware, 11 percent; appliances, 9 per- [in & 
important is the alert, integrated cent; plumbing, 10 percent; sheet 40 th 
sales organization that is taught metal, 214 percent. B you ¥ 
that it is just as important to pro- Th 
vide helpful ideas and service to from four employes to 41. Ta half 
customers as it is to sell them ma- onshis hae heen elias de thine in res 


terials. ee ea = ing. 
ry . , that made deliveries in 1936. 
HARVY L. RICHARDS “At this builders’ department ‘ home 


store,” stated the first issue of Rag ses growth was not BF contr, 
R&K News, a smart every-other- — Sage 4 s secur. 


month mailing piece to farm and ti wig ge ro of aa “W 
ranch customers, “you can buy all a Ser ore a ae 


‘ : s Mr. Ri I f 
your needs at one time, in one fh noard of directors of the Lum ff ,° 
place, on one account. Remember, : pp price, 
: : bermen’s Association of Texas. BR pejjoy 
our 40 R&K experts are just as Ae tn edie eee ts on Oe ev 
ready to give you ideas and help- i oe Oe oe 


ful information as they are to sell ppb a tet. » deweaie The 
you materials. Make them your — pia dagg. . 


consultants in building problems.” ETE HON: KORE, % - a par' 
effectively control the sale. This public 

FIGURES REVEAL GROWTH policy applies to remodeling ani By; p.. 

THIs goal of a builders’ depart- repair work as well as new residen- ment 
ment store was not achieved by Mr. tial and commercial _ building. We 
Richards overnight. He worked in Richards & Krueger advertises this ment.’ 
several retail yards for many years _ service as follows: has th 
before he went into business for “We will arrange one simple loan B,)) +) 
himself in 1936. The original capi- to cover all expenses of remodeling BR s,, th 
tal investment was $10,000; the and redecorating, including labo! Bijesiy4 
net worth of the company today is if you wish. You pay nothing Bboy of 
$250,000. Gross business for that down; you may take up to 3 In a 
nation 
materi 
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F. R. DePASQUAL, partner, in charge THIS organizational chart was designed especially for R&K. Many dealers will find 
of personnel. it useful as a guide. 



















































Richards & Krueger has grown 


it is 1 


model 


EUGENE HAAS, head of the accounting 


department. 














DE 
| HEAD} 


| 





— F _ (- 





‘ 


R. J. RC 


aterial 




















° ? ' UILp? 
32 September 25, 1948, AMERICAN LumperMan & ” 





O 


annual 
25 that 





n down 
by de 
> build 
; hard- 
, 9 per- 
; sheet 


grown 
1. Ten 
the one 
36. 


vas not 


f opera- 
1 Rule,” 
mber of 
he Lun- 

Texas. 
» substi- 


does not 
it does 
le. This 
ling and 
residen- 
building. 
tises this 


nple loan 
modeling 
ng_ labor 

nothing 
p to 36 











© months on the balance. 


That is the policy of Master Merchant Richards, progressive Texas 
retailer, who is building a top-notch merchandising organization 
with a planned advertising program and trained personnel 


There are 


Sno carrying charges. 


“You may enjoy the free serv- 


S ices of the R&K draftsmen, wall- 
S paper stylists, paint experts and 


ate i 


ey 5 0-ag Pe b MaNg aS 


others who are trained to help you. 
Richards & Krueger will assist you 
in getting reliable craftsmen to 
do the repairing or decorating, if 
you wish.” 

The company works closely with 


half a dozen contractors engaged 
» in residential and commercial build- 


TPA TREE 


ing. It secures figures for the 
home planners trom the general 
contractor and assists the latter in 
securing bids. 

“We convince the customer that 


Rit is not necessary to have contrac- 
; tor competition to secure a good 
§ price,” explains Mr. Richards. “We 

believe the home owner is entitled 
= to see the cost breakdown.” 


The company has built four 


= model homes in the last 10 years as 


a part of its policy to educate the 
public to better building practices. 
It has operated a drafting depart- 


sment for the past 10 years. 

















“We tell the drafting depart- 
ment,’ added Mr. Richards, “it 
has the golden opportunity to plan 
all the niceties and conveniences 
for the home that make it more 
desirable (like an adequate num- 
ber of electric wall plugs).” 

In addition to a complete line of 




















@nationally-advertised basic building 
mMaterials, 


the company has a 
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STORE is set back to allow easy off-the-street parking. 


plumbing section and a sheet metal 
shop. 
STRONG APPLIANCE DEPARTMENT 

THE store started to sell appli- 
ances two years ago. Sales in this 
department have increased annu- 
ally until three salesmen and two 
servicemen are now kept busy. Its 
lines include ranges, refrigerators, 
washing machines, ironers, driers, 
water coolers, floor furnaces and 
refrigeration equipment. Air con- 
ditioning has become an increas- 
ingly important line and the com- 
pany now contracts and _ installs 
both residential and commercial 
jobs in a three-county area. 

Appliances, believes Mr. Rich- 
ards, are needed to round out the 
completed home job that the com- 
pany sells. Here again the work 
of drafting department helps to 
reduce home costs since plans 
should allow for heating and cool- 
ing systems when the house is de- 
signed. 





One outside appliance salesman 
is kept busy. He also has the job 
of making collections which is 
made attractive on a percentage 
basis. At the same time this sales- 
man picks up many other mer- 
chandising leads which are turned 
over to the appropriate depart- 
ment head for follow-up. 

Several appliances are sold with 
nearly every Richards & Krueger 
home job. How important these 
sales are can be seen from one re- 
cent residential completion; appli- 
ances retailing for $1,190 went inte 
the $16,300 job. 


RICHARDS ASSISTED BY PARTNERS 

E. C. KRUEGER AND F. R. DEPAs- 
QUAL are partners of Mr. Richards. 
The three men are constantly alert 
to possibilities leading to increased 
sales and service. They are aided 
by able department heads in the 
persons of Stanley Byrne, appli- 
ances; R. J. (Bob) Robertson, 
building materials; Kenneth Fied- 





™~ 


E. C. KRUEGER, partner, looks over new home plans being drafted by Harvey Smith 
and Harry Alves. 
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Q MASTER MERCHANTS OF THE LIGHT \ 


CONSTRUCTION INDUSTRY 

One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas end inspiration to other retailers 
in the industry. top-flight merchants will be fee- 
tured in the series, but @ sufficiently large number of 
them meet the exacting requirements so thet if will tebe 
many months te cover them all. 
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COVER: Master Merchant Harvy L. 
Richards 


ler, hardware and paint; Lawrence 
Boding, yard; Eugene Haas, ac- 
counting; Paul Measles, sheet met- 
al; and B. W. Reininger, plumb- 
ing. 

The sheet metal shop, employing 
four men, completely equipped to 
do any sheet metal job, was added 
within the last year. Also added 
as a traffic builder was a sporting 
goods department with guns, fish- 
ing tackle, ammunition, etc. 

The new store, opened 18 months 
ago, has a floor area of 6,300 square 
feet. It is carefully departmental- 
ized. For the past 12 months sales 
have been broken down as follows: 
building materials, appliances, hard- 
ware, plumbing and sheet metal. 

A planned advertising program 
is one factor that is instrumental 


CHOOSING wallpaper patterns is made 
easy for the lady of the house. 


ie 
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ADVERTISING agency plans newspaper and direct mail campaign for R&K. The 
R&K News reaches 1.800 farmers and ranchers every 60 days. 


in the success of the Richards and 
Krueger organization. It has re- 
tained the services of the Aylin 
Advertising Agency in Houston 
which also has as a client the Lum- 
bermen’s Association of Texas. 
The advertising and direct mail 
pieces have the impressiveness of 
professional talent. 


The company takes substantial 
display space twice weekly in the 
New Braunfels Herald; it also 
takes space in the New Braunfels 
Zeitung, German-language weekly. 
One innovation this year is the 
R&K News, a four-page, two-color 
direct mail piece sent every 60 
days to 1,800 ranch and farm cus- 
tomers. It is printed on high- 
grade stock and is well illustrated. 


7 


Prices, products and services are 
emphasized. It encourages reader 
contributions of jokes, household 
hints, etc. by offering $1 for each 
one accepted. 

Fifteen hundred U. S. Gypsum 
publications go out eight times a 
year with the R&K imprint. Movie 
theater advertising and _ smart 
R&K job signs supplement. the 
newspaper advertising to keep the 
New Braunfels public informed of 
R&K activities. The company also 
sponsors bowling~ and __ softball 
teams. 


THE store makes a strong play 
for rural customers in all of its 
advertising. It will even draw up 
plans and furnish a bill of mate 
rials for the farmer who wants t0 





NATIONALLY-ADVERTISED appliances, left, go into most R&K-furnished homes. Water 
heaters and pumps, right, are the items close to the cash counter. 
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ATTRACTIVE display 


do his own building. One rancher 
has purchased R&K materials to 
build homes in town for his three 
children. 

The biggest share of the adver- 
tising budget is spent in newspa- 
pers ($2,300) and in direct mail 
($1,800). 

Right personnel are essential in 
building a strong sales organiza- 
tion. Richards & Krueger tries to 
recruit youngsters directly out of 
high school. Employment is con- 
ditioned, among other factors, on 
the determination of the applicant 
to make the retail building prod- 
ucts field his life work. Mr. De- 
Pasqual is in charge of personnel 
policies. Each man’s job is clearly 
defined and each man knows where 
he fits into the organization in re- 
lation to the whole. The personnel 
chart reproduced with this article 
indicates how R&K teamwork is 
integrated. 

Several memorandums to em- 
Ployes clearly define the company’s 
policy as to vacations, maximum 
time off with pay, sickness on and 
off the job, casual time off, injury 
on and off the job. Paid vacations 


LUMBER, left, is neatly stocked in 


of builders’ hardware and paint brushes, left, are hung for display. 


Closeup, right, of tool display. 


are scheduled so that long-term 
employes secure a maximum of 
three weeks’ vacation. Employes 
are benefited by life insurance and 
hospitalization plans and a cash 
Christmas present. 

Mr. RICHARDS has developed in- 
centive wage plans for his employes 
and is constantly studying new 
methods by which they can be 
improved. His five department 
heads work on a percentage of 
gross sales. 

“It is that percentage that gets 
the job done,” he says. 

He has established a floor and 
ceiling on gross profit for each 
department head, and is now work- 
ing on an incentive plan for the 
general sales force. 

His own office, indirectly lighted 
and air-conditioned, is paneled .in 
black walnut. The floor is plank 
oak. The office has a dignity and 
orderliness more characteristic, 
perhaps, of a bank president’s sanc- 
tum than that of a building prod- 
ucts dealer. Nevertheless, this 


office was responsible for selling a 
$10,000 office job 
signed and equipped. 


similarly de- 





ed 





R&K job signs also tie in the name of 
the contractor. 


Master Merchant Richards has 
served as president of the Cham- 
ber of Commerce and as Boy Scout 
commissioner; he has long been 
active in Lion’s Club, church and 
civic affairs. These activities help 
him fulfill one of the aims of his 
organization: to take care of the 
little needs and desires of R&K 
customers. 





warehouse. This R&K furnished ranch-style home with 


three bedrooms, right, sold for approximately $16,000. 
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Educational Roundup 


OME SEVEN YEARS ago the 

editor of AMERICAN LUMBER- 
MAN & BUILDING PrRopUCTS MER- 
CHANDISER, then director of dealer 
relations for Johns-Manville, con- 
ceived the idea that some of the 
country’s leading universities might 
be induced to train young men and 
women professionally for the vo- 
cation of managing the local pro- 
duction and marketing of small 
homes, farm buildings and other 
light construction packages. 

While the universities had been 
doing a splendid job of training 
professional engineers for heavy 
construction projects, there had 
never been up until this time any 
training at the college level for 
the light construction industry. 


Professor Walter S. Voss of the 
Massachusetts Institute of Tech- 
nology; Dr. Henry L. Schmidt and 
Professor Frank H. Kaufert at the 
University of Minnesota; Dean F. 
H. Elwell of the University of Wis- 
consin; Dean Blake R. Van Leer 
of North Carolina State College 
(now president of Georgia Tech) ; 
Professor Walter H. Baker of 
Michigan State College and Dean 
F. H. Collins at the University of 
Denver were among the first edu- 
cators to recognize this great edu- 
cational need and initiate courses. 


A total of 33 universities now 
offer four and five year degree 
courses in light construction; the 
most frequently awarded degree 
in these courses is Bachelor of 
Science in Light Construction En- 
gineering and Marketing. 


Johns- Manville has continued 
its deep interest and support of 
this program, and such organiza- 
tions as the Producers’ Council, 
the National Retail Lumber Deal- 
ers Association, regional dealer as- 
sociations and the Concatenated Or- 
der of Hoo Hoo have lent effectve 
help. The industry’s trade journals 
-have been especially cooperative. 

In order that our readers may 
be acquainted with the present 
status of this important work, 
AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER has 
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This article will be contin. 
ued in subsequent issues 
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AL&BPM polls schools offering four-year courses in light 
construction; finds seven-year-old idea is now 
outstanding success. Here is what various universities 
are doing to provide trained men for the building materials industry 


DR. FRANK KAUFERT, Chief of Fores- 
try Department, University of Minnesota. 


queried the administrators in each 
of the universities. Here are their 
replies. 


University of Denver 


[By Lyle Liggett, Department of 
Publicity] 


THREE years ago the University 
of Denver began offering a course 
of training to the men who would 
be the contractors, the lumbermen, 
the building material salesmen and 
manufacturers of the future. 


Twenty-seven men went into the 
first classes and most of them will 
graduate after one or two addi- 
tional quarters of advanced work. 
More than 125 students are now en- 
rolled. One of the most important 
features is a work-study program 
in which students attend classes 
part of the day and work in re- 
lated jobs at a fixed pay scale the 
rest of the day. Each of the 125 
students has been placed with com- 
panies of the building industry in 
and near Denver. 


Professor Feiss and his teaching 
assistants feel that the theory they 
advance in classrooms can only be 
learned permanently and well, if 
the students apply it on the job. 
Therefore one staff member spends 
most of his time securing students 
jobs and coordinating their work 
and study plans. 

Here are some of the course titles 
in the school of building industry 
practices: specification writing, le- 


gal problems for the contractor, 
house construction, retailing of 
building materials, principles of 
real estate, personnel problems, 
salesmanship, accounting and sta- 
tistics. 


Two new courses planned for this 
fall are manufacturing and mer- 
chandising methods, and real estate 
subdivision planning. 

Visiting lecturers and demon- 
strators from building supply com- 
panies supplement instruction by 
the university staff. An industry 
committee offers counseling. 


Students have organized a club 
called the Twentieth Century Home- 
builders. The Homebuilders have 
their own social activities and have 
set up committees to do research 
and sampling of building products 
for independent study. 


Figures show that about 50 per- 
cent of the students are sons of 
men already in the building or 
supply industry. 

The students look forward to the 
establishment of a research lab- 
oratory in which they may evalu- 
ate building materials. They are 
interested in a proposed project 
under which they will plan, contract 
and build a university housing pro- 
ject in cooperation with industry 
and labor organizations. 

The students are also interested 
in a plan for a repository of trail- 
ing and sales films at the Univer 
sity of Denver. If manufacturers 
and distributors would give prints 
of their movies to the school, the 
students could study them at will 
and they would be. available t 
showing anywhere in the. Rocky 
Mountain region. 

Feiss sums up the aims at the 
DU building practices school 
three main points: 1) To teach 
students the nature and uses of 
building materials they will be buy 
ing or selling. 2) To teach the best 
metheds of using materials in thel! 
own contracting jobs or in advis 
ing for use. 3) To give students a! 
understanding of the social and 
economic aspect of their professio 
and to instill pride in their work 
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CARL FEISS, director, School of Archi- 

tecture and Planning; chairman, Depart- 

ment of Building Industry Practices, 
University of Denver. 


Michigan State College 
[By P. A. Herbert, Professor of 
Forestry | 


IN 1939 Professor William Bak- 
er then with the Forestry Depart- 
ment of Michigan State College 
represented the Department at a 
building industry dealers’ confer- 
ence in Chicago. His presence at 
the conference indicated our inter- 
est in the light construction field 
and we were also aware of the la- 
tent interest of retail lumber deal- 
ers in college trained men. 

However, he was quite surprised 
at the universal interest of the 
dealers present in a college course 
to meet the specific needs of the 
industry. So with the aid of the 
only other two schools represented 
at the conference, a questionnaire 
was prepared and placed before the 
conference. The questionnaire asked 
the individual dealers to indicate 
the relative importance of various 
subjects that were offered or could 
be offered by colleges in preparing 
men for the retail lumber business. 

It was on the basis of this ques- 
tionnaire that the curriculum of 
Housing and Lumber Merchan- 
dising was selected and ap- 


| Proved by the faculty in 1940. As 


the course was set up on a four- 
year basis, only a few students who 
transferred into it from other de- 
partments were graduated before 
the war. Naturally, during the 
War period the enrollment in the 
course was very small as the vig- 
orous character of the work did not 
attract those physically unfit to 
Serve in the Armed Forces. 

NEV! RTHELESS, sufficient experi- 
ence was obtained in teaching the 
Course of study to permit the De- 
partment in consultation with the 
indust:y, to adjust the course offer- 
ings to meet more fully the postwar 
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requirements of the industry. Only 
such courses were listed as required 
courses which it was generally 
agreed were essential to anyone 
who would enter the lumber busi- 
ness. Even though the course is 
administered by the Forestry De- 
partment, course work is given by 
that Department best qualified to 
give it. A studied attempt has been 
made to avoid a common mistake, 
that of overloading it with courses 
given by the administering depart- 
ment. Therefore, many courses are 
given by the schools of engineering 
and business administration. 

After the war this new course 
attracted many students: About 
100 veterans enrolled in the fall of 
1945 and close to that number have 
signified their desire to take up 
this course in each succeeding 
freshman class since that time. 
While four years have not yet 
elapsed since the men returned to 
college, we have already graduated 
over 50 men from the course. 

All graduates have found posi- 
tions. As long as that situation pre- 
vails there will be as many students 
as we are able to handle effectively. 
The industry can be of great help 
by: 1) employing students during 
their vacation periods on jobs 
where they gain varied and valu- 
able experience; 2) furnish speak- 
ers as required who can give stu- 
dents such practical details that 
the regular teachers are not in a 
position to supply; 3) furnish 
teaching aids to the regular teach- 
ers; and 4) encourage the most 
ambitious and best young men to 
select the course by offering grad- 
uates opportunities better than 
those offered by other industries. 


University of Massachusetts 


[By J. Harry Rich, Associate Pro- 


fessor of Forestry] 


A FOUR-YEAR course was first es- 
tablished at the University of Mas- 
sachusetts in 1945. It is basically 
an engineering course. This is 
especially true for the first two 
years, after which time the student 
is permitted much latitude in op- 
tional studies with the privilege 
of crossing departmental line in 
order to prepare himself for the 
particular field in which he is most 
interested. By delaying specializa- 
tion until the junior year, the stu- 
dent is not handicapped if he 
wishes to major in some other 
field. Also, by that time he has 
found out what he wants. 

We expect no serious difficulty 
in placing our students. In fact, 
for several years we have had many 
inquiries and have placed a number 





of men who have qualified because 
of specialized courses offered. 

THE real problem is not one of 
obtaining students, but of finding 
the right kind of summer employ- 
ment. For the next two or three 
years most of these men will be 
veterans 22 to 30 years of age. It 
is a funny thing that some mem- 
bers of industry look on such men 
as kids, while other members recog- 
nize the true ability and interest 
in the work possessed by these stu- 
dents. 


HIGH CALIBER MEN NEEDED 


If the lumber industry expects 
to get the pick of college men, it 
must compete with other fields of 
engineering and the various 
branches of Civil Service. No wide 
awake student, unless he is prepar- 
ing for a place in a family busi- 
ness, is going to work for 90c an 
hour even for a summer vacation 
when his classmates are getting 
$1.10 to $1.50 per hour. I realize, 
of course, that the present economic 
system is out of adjustment, but 
the fact remains that there is and 
will continue to be competition for 
the high caliber men that the lum- 
ber industry needs. 


The point I want to emphasize 
is that the option in light construc- 
tion as established here at the Uni- 
versity of Massachusetts is not a 
glorified vocational school but rath- 
er a thorough professional course 
set up to train the mind as well 
as the hand. These men are being 
trained to solve problems, not to 
be robots. In other words, to get 
the right men for the industry, 
the same professional standards 
must be maintained as in allied 
fields. Industry must recognize this. 

I feel justified in expressing 
myself as I have because of con- 
siderable experiences with leaders 
in several closely allied industries. 
The varying attitude towards col- 
lege men is impressive. With no 
intended reflection on anyone, a 
number of instances come to mind 
where the value of professional 
training has been questioned. How- 
ever, when these same men are 
asked questions about their own 
business requiring technical analy- 
sis, they will admit this is a 
changing world and that the em- 
ploye should be able to help people 
with their problems by giving them 
correct information. There are 
many businesses standing still be- 
cause of skepticism and prejudices. 
These are the ones that need men 
with sound professional and tech- 
nical training. 
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Farm sales from a city yard 
—Why not? Story illustrates 
alert management, solid 
salesmanship 


N THE SPRING of 1940 the 

country surrounding Rome, 
N. Y., was beautiful as it is today, 
but it was producing very little 
farm business for the Beach Lum- 
ber company. Harry Beach had 
been aware of the volume of build- 
ing materials bought by farmers in 
the rich dairy country near Rome. 
Now he found time to do something 
about it. 


One thing he did not do is as 
important as what he did do. He 
did not take one of his city sales- 
men who could sell houses and re- 
modeling jobs and say to him, 
“There’s gold in them there barns. 
Go get it!” Instead he found a 
man in the person of Walt Kimball 
who had been selling asphalt roof- 
ing to nearby farmers for years 
past. Walt knew farmers and the 
farmers knew him, and he had 
picked up some knowledge of their 
building problems. He could talk 
their language. 

About the same time, a coinci- 
dence in the form of a salesman 
for a laminated barn rafter com- 
pany chanced to call at the Beach 
Lumber company office. It was the 
type of coincidence that could easily 
have been passed by as just. an- 
other sales proposition. But Beach 
listened to the salesman’s story, 
told him, “You go out with Walt 
Kimball and see if you can sell a 
barn. If your way of building 
barns is half as good as you say, 
it’s just the thing we’re looking 
for.” 

Thus the ingredients for a suc- 
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TYPICAL barn sold by Beach Lumber company, Rome, N. Y. Farm business was 
developed from scratch. 


cess story in selling were brought 
together: a good product with sales 
appeal and a salesman who knew 
his customers and the products he 
sold. 

Kimball and the rafter salesman 
sold a 36 by 80 foot barn to the 
first prospect they called on. That 
was the start. 


Taking the cue from the rafter 
salesman, Kimball learned how to 
figure the rafters needed for a 
barn; he learned how to estimate 
the dimension, siding, cement, win- 
dows and roofing. It was not long 
before he became known as the 
man to call on when a farmer want- 
ed to build one of those giant barns 
that characterize the area. 


For the past eight years now, 
Walt Kimball has been selling 12 to 
15 barns a year. They range in 
size from 100 to 200 feet long, and 
the dollar volume runs well up in 
six figures annually. Nice excess 
sales for a city yard that previous 
to 1940 had not tried to tap the 
farm market. 

By now, of course, barns are not 
the only business. Kimball and his 
barns have spread the name of 
Beach Lumber company for 50 


miles around Rome. That has meant 
additional sales in garages, houses 
and repair work. 


Here the cynic steps in and says, 
“Wonderful. Wonderful. But look 
at the setup. How could anyone 
fail?” 

That is not the point. Harry 
Beach recognized a definite, sale- 
able market, he found the right 
man to sell that market, and he 
recognized a good product the 
farmer would want to buy. Put- 
ting that combination to work was 
good management. That is the point. 


Walt Kimball took the ball from 
there. He knew his customers and 
he learned to know them better. 
He knew the products he sold and 
he learned to know them better. 
And when selling got easy, Kim- 
ball did not rest on his oars. He 
kept up a running battle to get de- 
livery of material for his customers 
just as quickly as it was possible 
to get it. And that also is the point. 

No. It was not the mere fact that 
an opportunity existed. What man- 
agement saw in the opportunity, 
and what salesmanship did with the 
opportunity, is what made this lit- 
tle success story come alive. 
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Illinois dealer has a working agreement 
with a carpenter that is providing vet- 
erans with. shelter they can afford 


Helping the Owner - Builder 


H°” A BUILDING products 
merchant can work with a car- 
penter or contractor to provide low- 
cost shelter is illustrated by the 
down-to-earth experience of H. B. 
Pegram, manager, J. L. Andrews 
Lumber Co., Canton, III. 

Mr. Pegram works with a ecar- 
penter who has a_ well-equipped 
shop. The carpenter investigates 
the party wishing to build, arranges 
for a loan if the lot is paid for 
and the title good, then draws up 
a contract for all materials above 
the foundation for a fixed sum. 

These materials will include lum- 
ber cut to lengths, hardware, wall- 
board, windows and frames, inside 
and outside doors, all trim but no 
paint. The bill of materials runs 
from $1,500 to $1,750. The con- 
tract price runs from $2,000 to 
$2,250, allowing the contractor 
about $500 for his labor and super- 
vision. (Most owners, although re- 
quiring some supervision, complete 
their houses with the help of rela- 
tives and friends.) 


Four houses similar to the one 
illustrated with this article have 
been completed. The exterior is 
covered with a good grade of drop 
siding which can be recovered at a 
later date with any type of ma- 
terial that the owner may choose. 

“We have estimated,” says Mr. 
Pegram, “that in most cases the 
owner saves as much as $1,000 on 
the labor required to build these 
houses. Almost any loaning insti- 
tution is willing to make a loan for 
the actual cost of material if the 


| borrower has steady work. 


“If, after a good part of the loan 


| 1s retired and the owner wishes to 


add other improvements or another 


| toom, he can easily refinance this 


loan for the additional sum.” 

This plan to encourage owner- 
builts was worked out to meet the 
demands of veterans for homes. 

“While it takes quite a whilé for 
us to realize on the sale of ma- 
terial,” added Mr. Pegram, “we are 
glad to be of some help to these 
boys and they certainly appreciate 
it. One family has just moved into 
their new home from an old box car 
In Which they lived for months and 
another family from an old trailer.” 
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THE owner moved 
out of this box-car 
dwelling into the 
new home shown 
above. 






THIS owner-built 
house was financed 
by a loan of $3.- 
500. The owner 
saved an estimated 
$1,000 on labor 
performed by him- 
self and _ friends. 
, — pee ns of sim- 
PO ilar design were 
Murine ee recently completed. 





LeMaster Honors Saberson 





SNARK OF THE UNIVERSE Ray E. Saberson was highly honored when he completed 
a successful term of office on September 9 as top man in Hoo-Hoo, the lumber indus- 
try’s fraternal organization. LeRoy Stanton, elected Snark for the 194849 term of 
office, promised to continue Saberson’s constructive policies. During the past year, 
under Saberson’s guidance, Hoo-Hoo had grown phenomenally in number of clubs 
and in total membership. The new leadership has a fine example to follow. Con- 
vention was held in Los Angeles. LeMaster (at right in photo) is a Seer in the 
House of Ancients. 
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This article is a review of the University of 
Illinois Small Homes Council Circular E2. |, 
"Construction Methods." Other circulars in 
the series on home building are available at 
10 cents each. For a list of publications, 
write to the above department, Munford 
House, Urbana, Ill. 


HE INDUSTRY ENGINEER- 

ED House, and the savings 
in time and materials that its 
modular principles make possible, 
has proved itself one of the most 
progressive contributions to the 
small home building industry yet 
to be developed. 

Factual evidence of its worth is 
contained in a comprehensive re- 
port just published by the Univer- 
sity of Illinois Small Homes Coun- 
cil, as a result of an exhaustive 
time and methods study of six sep- 
arate 47-1 I-E houses. 

Of these, three were frame and 
three masonry. The houses were 
identical in size and plan. In order 
that they would be built under con- 
ditions similar to those found on 
most jobs, a contractor who was 
considered an average small-scale 
builder was chosen to construct all 
six houses. 

After the first two were well 
under way, the contractor started 


Floor Framing 


Small Homes Council, University of Illinois, publishes 
results of conclusive study. I-E principles open new field 
for reducing light construction costs 





University Report Mreves 


the second pair. On the first two 
he used his customary construction 
methods; but on the second pair, 
the Small Homes Council specified 
the methods to be used. Techniques 
borrowed from the large-scale home 
builders were tried. 

On the third pair, improvements 
on the techniques previously em- 
ployed were made. The study was 
limited to assembly methods, and to 
the flow of materials from the sup- 
ply Jards to the job site. It was not 
a comparison, rating, or testing 
of materials. 


COMPLETE TIME STUDIES MADE 


TO COMPARE the efficiency of the 
methods studied, a system of time 
analysis was set up. A time study 
operator was assigned to each pair 
of workmen, and all operations 
made by every man were timed and 
recorded. 


The I-E house, developed by the 
Producers’ Council and the National 
Retailer Lumber Dealers Associa- 
tion was chosen for the study be- 
cause it represented the most ad- 
vanced thinking in terms of plan- 
ning and construction available to 
the general public when the study 
was started. 

















































MODULAR design takes maximum advantage of standard material dimensions, 
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reducing both material costs and installation time. 





Efficiencies of Industry-Engineered House 








Assembly of Roof Truss on Jig Table 


‘PRE-CUTTING of materials for rafter 
trusses, studs, and many other sub-assem- 
blies proved one of the most important 

saving features in the entire study. 


Use of pre-cut building materials 
was one of the principle techniques 
studied. It was found that much 
of the delay, expense, and _ineffi- 
ciency of conventional construction 
methods is due to the custom of 
cutting and fitting each piece of 
material from measurements taken 
as the work progresses. This is an 
indirect result of the habit of work- 
ing from incomplete plans and spec- 
ifications. 


Complete, accurate, and carefully 
engineered working drawings are 
the first step, and one of the most 
important ones in reducing build- 
ing costs. This point is particularly 
emphasized in the Small Homes 
Council circular. 


PRE-ASSEMBLY METHODS 


THE site assembly of roof trus- 
ses, wall panels, gable ends, and 
other units prior to their incorpora- 
tion into the house follows pre 
cutting as a natural step and makes 
major savings possible. It is easier 
and more efficient to work on the 
ground floor than from scaffolds or 
ladders. 


The report further points out 
that substantial cost reductions 
can be realized by building the 
house as one large room with only 
one ceiling area, one floor, and one 


continuous outside wall. The par-- 
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Exploded View Showing Order of Placement of Interior Partitions 








EXPLODED view showing order of placement of interior partitions. These are installed after 
outside walls, overall floor and ceiling are completed. 


titions later installed are merely 
dividing walls, and are not a load- 
bearing part of the house. This 
change, made possible by the use 
of roof trusses, proved to be the 
most important time and money 
saving item noted during the study. 

PRACTICALLY every phase of con- 


struction, however, added its bit 
to the overall savings, when ways 
and means of effecting time and 
material efficiencies were developed. 
The University report points. out 
that a house built by the methods 
studied during the construction of 
the six I-E houses enables the small- 


scale home builder to compete with 
the large producer. 

This is particularly important in 
smaller communities where the de- 
mand for housing does not attract 
the large speculative builder; and 
in every case, better construction 
at the minimum cost is provided. 





Operations 


Items Included 


Man-Hours, 
Conven- 
tional 
Methods 


Man-Hours, 
Engineered 
Methodst 


Savings 
in Total 
Labor on 
Job in 
Per Cent 


Savings 
in Total 
Cost* in 
Per Cent 


Man-Hour 
Savings in 
Per Cent 








AND FLOOR 


FOUNDATION Excavation, footings, founda- 
tion, basement floor, 
joist, and subfloor (Page 4) 


256.75 231 19 


floor 


———- 


10 12 0.6 





EXTERIOR 


WALL ing (Page 5) 


Structural framing and sheath- 


262.32 217 80 


44.52 18 2.1 1.0 





ROOF 


Roof trusses, gable ends, roof 
bdards, and roofing and 
cornice (Pages 6 and 7) 


374.88 276.62 


98 .26 26 4.7 2.2 








"INTERIOR 
(Pages 8 and 9) 


Flooring, wall and ceiling 
material, interior partitions 


412.01 251 00 


161.01 38 


7.8 3.6 





“MILLWORK 
painting (Page 10) 


Trim, cabinets, windows, 


534.39 440.48 


93.91. “18 4.5 2.1 





MECHANICAL Plumbing (Page 12) 


80.30 54.60 


25.70 32 1.2 0.7 








Heating (Page 12) 


42.97 48 .34 


— 5.37 —12 


—@.1. 





Wiring (Page 12) 


40.25 53.05 


— a) ee ees 


—0.3 





 MISCEL. 
_LANEOUS 


above groups. 


Not included in any of the 


75.05 67 19 


7.85 10 








__TOTALS FOR ENTIRE HOUSE 


2078.92 1640.27 


438 65 21 21 1 














THE above chart indicates the impressive reduction in man hours effected on the construction 


Buty 
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of a house by engineered methods. 





News of National Interest from Organized Dealer Groups 


30 Day Courses Announced 


Dealer employe classes are 
filling up early this year 


A RELEASE from the National 
lists the 30 day short courses that 
have been scheduled so far this 
year. These courses, conceived, 
organized and backed by lumber- 
men, have long since proved them- 
selves to have important practical 
value. Employe graduates return 
to their respective retail dérganiza- 
tions better equipped to handle 
their day to day jobs more effi- 
ciently and with a better under- 
standing of how their particular 
work fits into the overall yard op- 
eration. 

Dealers who wish to improve 
their employes’ efficiency are urged 
to enroll key personnel immedi- 
ately. Registrations are  neces- 
sarily limited and openings are 
fast filling up. 

Below are schools that have an- 
nounced classes to date. Other 
listings will follow. 


OHIO STATE UNIVERSITY, class dates: No- 
vember 1 to December 3, 1948; February 7 
to March 4, 1949. 

PURDUE UNIVERSITY, class dates: tentative 
date scheduled for January, 1949. 

SOUTHERN METHODIST UNIVERSITY, class 
dates: January 5 to February 1; February 7 
to March 4, 1949. 


UNIVERSITY OF SOUTHERN CALIFORNIA, 
class dates: September 13 to October 8, 1948. 


UNIVERSITY OF WASHINGTON, class dates: 
October 21 to November 19, 1948. 


CITY COLLEGE OF NEW YORK, class dates: 
October 6 to February 3, 1949 (evening, two 
classes); February 14 to June 6 (evening, 
two classes); November 17 to December 23, 
1948 (day); February 14 to March 21 (day). 

GEORGIA TECH, class dates: October 25 
to November 19, 1948. 


MICHIGAN STATE COLLEGE, class dates: 
October 18 to November 12; February 14 to 
March 11, 1949. (Tentative dates.) 


NORTH CAROLINA STATE COLLEGE, class 
dates: October 4 to October 30, 1948. 
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UNIVERSITY OF MASSACHUSETTS, 
dates: February 21 to March 23, 1949. 
NEW YORK STATE COLLEGE OF FORESTRY, 
class dates: February 14 to March 26, 1949. 


ADVERTISING HINT 


Ideas on moving paint off 
shelves during fall months 


class 


It makes a whale of a difference 
when you paint. Believe it or not, 
as much as a year’s additional wear 
can be gotten when paint is ap- 
plied in the fall, when weather 
conditions are favorable to the 
proper “curing” of the paint film. 

Fall painting eliminates the dan- 
ger of too quick drying and sun 
blistering. The cooler weather dur- 
ing fall months favors slower and 
more even drying, thus increasing 
durability. 

Advertising this fact to your 
customers now may mean the dif- 
ference between their buying and 
not buying. 
from Advertising Suggestions, distrib- 


uted by the Mountain States Lumber 
Dealers Association 


HOW DEPARTMENT STORES 
DO IT 


IF you owned a lumber yard in 
New York City, would you con- 
sider prefabricated cottages, tool 
sheds, garages, worthy of full-page 
ads in the world’s highest priced 
newspapers? 

Chances are you wouldn’t risk a 
dime in such inventories or invest 
in a line of advertising. Sales too 
few and far between. Too much 
money involved. Besides, who 
would buy such buildings in a city 
where it is almost impossibk to 
find parking space? . 

Gimbels disagree, even though 
department stores formerly didn’t 
appear to be the logical outlets for 
such _ structures. Consequently, 
they blast forth with huge adver- 
tisements which take the play from 


lumber yards, once the sellers of 
such things, and ship complete 
buildings to practically every state 
from the factories where they are 
made. Such an arrangement makes 
it unnecessary to carry more than 
a sample for display purposes, but 
it still requires a heavy investment 
in display advertising to get the 
orders. 

The theme? You’ll be surprised! 
The four-inch headline for cot- 
tages is: “LAND,” followed by— 
“He is not a full man who does 
not own a piece of land.” Then 
comes this: 

“Gimbels takes you back to the 
land with this one-room ($298), 
10’ x 18’ prefabricated cottage. Do 
you yearn for a spot high over the 
Hudson? Is there a stretch of 
land by the sea where the clouds 
hang low and the blue waters curl 
into foam as they break against the 
beach? Tired of pent-up organized 
vacations?” Et cetera, ad_ infin- 
itum. 

It is merchandising at its best 
—featuring the product in use. 
Easy to buy. Easy to own via 
budget payments. Prices are as 
plain as the nose on your face. A 
10’ x 12’ wood cottage, $208; 
6’ x 8’ garden tool shed, $125; 10 
x 20’ garage with steel overhead 
door, $406; 20’ x 20’ garage, $649. 

And so the orders roll in from 


here, there, everywhere. . 


from Our Little Newspaper, published 
by the Wisconsin Retail Lumbermens 
Association 


ANNOUNCEMENT 


Western Retail Lumbermens As 
sociation has announced a change 
of address for association head- 
quarters. The new address as of 
September 10 is 1319 West Nick- 
erson street, Seattle 99, Wash. _ 

One feature of the new offices 18 
a private room from which out of 
town members can conduct theif 
business while visiting in Seattle. 
The office is equipped with desk, 
telephone and other conveniences. 
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MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 

Lumber shipments of 386 mills reporting to the Na- 
tional Lumber Trade Barometer were 6.1 percent 
below production for the week ending September 4, 
1948. In the same week new orders of these same 
mills were 14.4 percent below production. Unfilled 
order files for the reporting mills amount to 49 per- 
cent of stocks. For reporting softwood mills unfilled 
orders are equivalent to 25 days’ production at the 
current rate, and gross stocks are equivalent to 50 
days’ production. 

For the year-to-date, shipments of reporting identi- 
cal mills were 1.0 percent above production; orders 
were 0.2 per cent below production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 39.4 per- 
cent above; shipments were 30.4 percent above; orders 
were 24.6 percent above. Compared to the correspond- 
ing week in 1947, production of reporting mills was 
216 percent above; shipments were 12:1 percent 
above, and new orders were 14.3 percent above. 


Western Pine 

The 79 mills reporting to the Western Pine Associa- 
tion for the week ending September 4, 1948, cut 63,- 
967,000 feet. The same week a year ago the cut 
amounted to 47,118,000 feet. Shipments were 56,- 
126,000 feet compared with 45,244,000 feet a year 
ago. Unfilled orders on hand at the end of the week 
stood at 150,801,000 feet compared with 164,843,000 
feet for the corresponding period a year ago. Gross 
stocks stood at 537,079,000 feet as compared with 
505,876,000 feet on hand last year. 


Southern Pine 


Production of Southern Pine by the 99 mills report- 
ing to the Southern Pine Association for the week 
ending September 4, 1948, amounted to 16,101,000 
feet. This 2.04 percent above the three year average 
for the same mills. Shipments for the week ending 
September 4 amounted to 16,048,000 feet, or 0.33 per- 
cent below production for the same period. Orders 
placed during the week totaled 17,804,000 feet. This 
amounted to 10:58 percent above production for the 
same week, 


Northern Pine 


Production of Northern Pine for the five mills re- 
porting to the Northern Pine Manufacturers’ Associ- 
ation for the week ending August 28, 1948, was 
1,900,000 feet. The same week a year ago the cut was 
2,090,000 feet. Shipments during the current week 
totaled 1,010,000 feet compared with 1,395,000 feet a 
year ago. Unfilled orders on hand at the end of the 
Week amounted to 5,545,000 feet. Gross stocks stood 
at 34,500,000 feet. 


In The Market Centers 


TACO [A—Waterborne lumber movement from 
here is st a standstill as a result of the maritime 
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Logged in 1936-1937 


HARDWOODS e WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for curren: 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


QUALITY LUMBER 





Air-dried Kiln-dried 


OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 
No. 234 Welwyn Road P. 0. Box No. 85 
Great Neck, L. L., Crystal Lake, Ill. 













NEW BAYLAUN 
PHILIPPINE MAHOGANY PLYWOOD 


Here is one of the finest products we 
can offer—beautiful economical BAY- 
LAUN panels . . . from hand-picked 
Philippine Mahogany logs . . . easy to 
work ... takes any kind of finish... 
no bleeding .. . no grain rise . . . yet 
priced comparable to common woods. 
Available in stock sizes including 4’ x 8’ 
panels. A superior general-purpose ply- 
wood—1',4," to 344” thickness. 


BUILDING PRODUCTS HEADQUARTERS 


PLYWOODS ... all kinds and sizes 

KITCHEN CABINETS . . . Westbilt made 
for tailored kitchens 

DOUGLAS FIR DOORS... for new building 

BIRCH FLUSH DOORS...for modern 













styling 

GARAGE DOORS... . overhead doors, one 
or two-car 

PANELING . . . Armstrong’s Monowall 





and Stanwall hardwood 
INSULATION . . . Armstrong Fiberglas 
MONSANTO CHEMICALS... Rez, 

Plasterez, Lauxtol A and others 


QUALITY  F-M | SERVICE 


FIDDES-MOORE 
& COMPANY 


205 W. WACKER DRIVE, CHICAGO 6, ILL. 






























Telephone CEntral 6-5875 TWX-CG 797 
Prompt Ship t from H d, Ind. 
pear 
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Unsuspected, undetected moisture 
costs YOU dollars every day! 


Electronic MOISTURE REGISTER detects the exact moisture 
content of wood within 3 seconds. No more costly guessing. 
No complicated calculations! Simply place the electrodes against 
the surface to be tested . . . read the dial. WRITE, TODAY, 
FOR FULL DETAILS AND A LIST OF PRESENT Electronic 
MOISTURE REGISTER USERS. The Moisture Register Co., 
Dept. A, 133 N. Garfield Ave., Alhambra, California. 


ELELTROM 
M The Standard in Moisture Testing for 
more than 15_years. 






















































LUMBER MARKET 


strike. Rail movement likewise is impeded as a resyj 
of the car shortage. The ronsequent effect upon th 
lumber industry has been serious and with no imm 
diate relief in prospect, there is every indication tha 
the industry is in for a trying period during the @. 
suing weeks. Meanwhile yard stocks are beginning 
to accumulate as production continues. There is ever; 
prospect that storage space soon may be at a premium, 
Local demand is strong, but of course is not sufficien; 
to cut heavily into the mounting stocks at the milk 
Log production continues to be heavy with excellen 
weather favoring operators throughout the western 
part of the state. Dry weather of the past week, clo. 
ing out a summer that has been unusually wet, js 
causing operators to proceed with caution in their 
logging. So far, the situation has not been sufficiently 
serious to impede operations. This is one of the bes 
years western Washington has enjoyed as far x 
forest fire losses are concerned, nevertheless oper- 
ators are still “knocking on wood,” mindful that the 
potential danger period is not yet past. 





























SEATTLE—Output of logs and lumber continue 
high but the big ship strike, if it continues for any 
length of time, will change the picture. The strike 
will particularly affect export and intercoastal shipping 
of lumber. Coos Bay, Oregon, will be especially hari 
hit. A looming car shortage would make it difficult to 
transfer shipment to rail. Most lumber consigned to 
export and the Atlantic coast has been ordered for 
October and November delivery. This summer has 
been one of the best in history for the small number 
of forest fires and the small area covered. Only one 
fire burned over 400 acres and this was not old growth 
timber. Some years low humidity and dry woods cause 
many interruptions; this year production of logs has 
been almost continuous. DEMAND-PRICES —The 
larger mills have good order files and are particular 
about the business they will accept. Most of them 
have enough cutting orders. They are endeavoring t0 
keep orders balanced so that no items of any partici: 
lar kind can accumulate. Some mills have exces 
boards on hand. Small mills need business, especially 
to dimension and boards. There is some governmell 
buying but it is not having any: particular effect 
the market. Private buying is cautious. 


KANSAS CITY—The Southwestern Jumber marke! 
appeared to be marking time, with prices steady and 
mixed compared with the levels of a month ago. De 
mand was indifferent, with emphasis placed on mixed 
cars to make replacements. Mills reported their back- 
log of orders was being reduced, that retailers had 
become very selective in recent weeks. Part of tlt 
slowdown in buying stemmed from the approach of th 
Labor Day holiday. Retailers were attempting to !* 
duce their inventories and purchases were mostl! 
limited to nearby needs. The items most activel 
sought was 1 x 8 boards, which seemed to be Ve! 
scarce and such items commanded a premium. Pritt 
were quoted $77 to $80 a M on kiln-dried boards. The 
1 x 6 boards brought $73 to $75 a M. In the case® 
2 x 4 dimensions a general price at mills was $68 1 
$70, with short lengths of such lumber bringing dis 
counts of a $1 or so a thousand. 


September 25, 1948, AMERICAN LUMBERMAN © 








f SPOOL I IOLA ISZP LOLOL IDO IOI RIOD RIDA IFIP INIA A 
y to 








S a result 
upon the 
no imme 
tion that 
& the ep. 
Deginning 
> 1S every 
premium, 
Sufficien; 
the mills, 
excellent 
Western 
eek, clos. 
y wet, is 
in their 
ifficiently 
' the best 
s far 3 
2SS Oper 
that the 


continue 
» for any 
he strike 
shipping 
ally hard 
ifficult to 
signed to 
lered for 
mer has 
| number 
Only one 
d growth 
ods cause 
logs has 
1S — The 
articular 
of them 
voring to 
particu: 
e excess 
»specially 
vernment 
effect on 


r marke! 
eady and 
ago, De- 
on mixed 
eir back- 
ilers had 
‘t of the 
ch of the 
ng to re 
e mostly 

actively 

be very 
1. Prices 
rds. The 
e case o 
1S $68 to 


RMAN CO 


SSI” 








S, 
2 


O 





ODS 
OX) ere 


o, 











o, 
O 


5550950525 


25 


o, 


OOO 
CERES 





xO 


.) 
60) 


These Nozzles available in sets or 
singly. Plain and spouted cartridges. 


HEADQUARTERS FOR CAULKING EQUIPMENT 


OXY 
ete, 


SORES 


OOO 


0 


OOOO 
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VITAL Caulking Guns, special nozzles and cart- VITAL prices, discounts and quality are still un- 
ridges, continue to lead in production and sales beatable. VITAL offers courteous and prompt ser- 
vice and the know-how you'll appreciate. Order 
your guns and nozzles from us now, and specify 
VITAL made cartridges in ordering your caulk- 
ment except the caulking compound itself. ing compound from your regular source of supply. 


OOO 
SOR 5C 


05 


since the beginning of caulking. VITAL manufac- 
tures everything conceivable in caulking equip- 


OOCD 
SSL 


VITAL PRODUCTS MANUFACTURING CO. 


7500 QUINCY AVENUE e CLEVELAND 4, OHIO 


Ss ) 
+ SIR * 


Al Clements Dumber Co. 


MANUFACTURERS & WHOLESALERS ¢ DOUGLAS FIR LUMBER 


Industrial and Housing Matenals 


EUGENE, OREGON P.O. BOX 908 © PHONE 5640 TWX NO. EG 49 











SOUTHERN PINE 


The most valuable sé \\ lia ciate 
— we have to- \ * 
day is the good- | \ 
will of ie ad \ WEST COAST WOODS 
tomers who have \\ bd 
made our lo ng | LUMBER 
record of service \ 
possible. \\ e 
PILING 


W,T. FERGUSON LUMBER COMPANY, st. Louis 1, Mo. 


Bury 
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A New Simplicity in Bored-in 
Lock Design 

In the DuaLock (a dual pur- 
pose lock equally suitable for wood 
or metal doors), Sargent and 
Company is offering a new uni- 
versal adaptability in the way of 
a bored-in lock. Perhaps the out- 
standing features of this new lock, 
developed by many years of engi- 
neering research, are: (1) its self- 
aligning feature that makes it en- 
tirely independent of the door for 
proper functioning; (2) the sim- 
plification of lock mechanism which 
necessitates a small cross bore. 
This permits gracefully designed 
knobs and roses proportionate in 
size; (3) the application of a new 
design principle which makes the 
projection of the knobs always 
symmetrical. regardless of the 
thickness of the door through 
equal adjustment; (4) a universal 


application of one lock case to 
doors of any swing or handing. 
The DuaLock is made in five func- 
tions. All five can be accomplished 
with the same size of lock case, 
therefore all drillings in the door 
are the same regardless of func- 
tion. For complete details write 
Sargent and Company, Dept. 
AL&BPM, New Haven, Conn. 


New Clarke Edge Sander 


A new 7” edging machine for 
contractors and builders has just 
been introduced by Clarke Sanding 
Machine Company, builders of al] 
types of floor sanding and main- 
tenance equipment. The new edger, 
reported as powerful, fast cutting 
and smooth operating, is designed 
to provide dependable, low-cost 
service. The V-7 eliminates time- 
consuming hand sanding and scrap- 
ing. It is easy to operate along floor 
edges; on stair treads and land- 
ings; in closets, narrow corridors, 
alcoves, store display windows; on 
desks, store counters, decks and 
hulls of boats; and many other 
hard-to-get-at areas. The frame of 








EZ’ ON: 
All Metal Weatherstrip 
SIMPLE! EFFICIENT! 


100%, PROFIT FOR YOU! 


PUBLIC demanding new homes be com- 
pletely weatherstripped . . . for protection 
from cold, rain, and dust. E-Z-ON inter- 
locking weatherstrip guaranteed easiest, 
quickest Metal Strip to install. 





No taking window apart to rabbet sash or 


INR. 


j 





Wess 











frame. Sash can’t rattle, windows operate 
more smoothly, do not stick after paint- 
ing. E-Z-ON prevents moisture, helps pre- 
serve window wood, is practically invisible. 


100% Profit PLUS Installation! 
Write for details and LOW PRICES. 


ROBERT N. BALTZ & CO. (Inc. 1931) 


— Dependable — 


DOUBLE END TRIMMERS 


“For Good Production” 


ALL METAL 
COMPLETELY BALL BEARING 


Immediate Delivery 


Write for Descriptive Literature 


DEPENDABLE MILL SUPPLY CO. 





Box 1061, Dept. 24, Chicago 90, Il. GREENSBORO, N. C. 














WHERE IS PAUL BUNYAN'S OX? 


Babe, Paul Bunyan’s Big Blue Ox, took to the hills when the price 
of beef went up. Tractors and trucks are doing his hauling job until 
he shows up again. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir 
SUSANVILLE 


TRADE-MARK 


Incense Cedar 


CALIFORNIA 


REGISTERED 





ad 
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Oregon Lumber Co. 
Baker, Oregon 


Pioneer eastern Oregon mill—in operation 59 
years. Under our sustained yield plan of opera- 
tion, the past 59 years of performance is just 


a starter for future delivery of our products. 


—— 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


Since 1889 











BRAND 
\ HARDWOOD , 
N FLOORING J 


HARDWOOD 
FLOORING | 


Oak-Beech-Pecan-Ash 


In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 


For prompt attention on your needs phone or write 


Miller & Company, Ine. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 - Jackson 1885 
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Easy to Install 
Economical to use 
Profitable to handle 


CALDWELL 


Clock-Spring, 
Adjustable 


SASH 
BALANCES 


Offer these customer-pleasing advantages 


3. Permit narrow mul- 
lion and trim 

4. No maintenance re- 
quired 


1. Easy, economical in- 
stallation 
2. Fully adjustable for 
variations in glazing 
and irregularities in 
sash 
5. Noiseless, accurate counterbalanc- 
ing guaranteed for life of building 
There is a Caldwell Sash Balance for every type of win- 
dow, for all sash weighing from 4 to 105 pounds. Write 


today for catalogue and information that will help your 
building equipment sales. 


THE CALDWELL MANUFACTURING COMPANY 


66 Industrial Street, Rochester 4, N. Y. 
Specialists in the manufacture of Sash Balances since 1888 





Ash Your Wholesaler. 
for OUR Lumber | 


1" Kiln Dried Yellow Pine 
FLOORING, BOARDS, SIDING, ETC. 


W. M. McGOWIN LBR. CO. 


PINE APPLE, ALABAMA 
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Production is Improving 


Nationally 
Advertised 


Top 
RE 





Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED 
90% Red Heart 
or Better 
100% Oi! Content 


The Spectacular Pent+up 
Demand for SUPERCEDAR 
is most gratifying Mr 
Dealer, reserve space for 
it in your shed—we are 
going to make it availa- 
tr ble to you as rapidly as 
conditions will permit. 


Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 





LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLO 














( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK( 
ROLL URILUS Pur 
ee 








Most dealers report: 4 
“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What’s more, 

urham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this : . 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absoiutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 


] DONALD 
DURHAM 
COMPANY 
Des Moines 4 
lowa 








WHAT’S NEW? 


the V-7 is constructed of aluminum 
alloy. For additional information 
write the Clarke Sanding Machine 
Company, Dept AL&BPM, Muske- 
gon, Mich. 


New Vanco Wheelbarrow 

A sturdy, lightweight wheelbar- 
row of 3% cu. ft. capacity has 
been added to the Vanco Products, 


line. The body is made of heavy 
gauge steel with corners overlap- 
ping and welded to provide a double 
thickness on all four corners. The 
new barrow is equipped with a 
4:00 x 8:00 pneumatic tire for 
easy rolling. Selected wooden han- 
dles are bolted to the tray. An ex- 
tra heavy dump-bar extends in 
front of the wheel to facilitate 
dumping the load. Illustrated folder 
can be obtained by writing Vanco 
Products Inc., Dept. AL&BPM, 
130 S. Weber St., Colorado Springs, 
Colo. 


Safe-Edge Cornerite 

Instead of being cut from full 
sized sheets of metal lath, Safe- 
Edge Cornerite, described August 
28 on page 42, is a specially fabri- 
cated product. Made from copper- 
bearing steel and painted black, it 
is used to reinforce and prevent 
plaster cracks in all internal cor- 
ners. For complete information 
write the National Gypsum Com- 
pany, Dept. AL & BPM, 325 Dela- 
ware Ave., Buffalo, N. Y. 


New Duo-Fast Putty Master 


Anyone can putty a window like 
an expert with the new Duo-Fast 


Putty Master. No skill is needed 
according to representatives of the 
Fastener Corporation; the Putty 


Master provides the skill. The tool 
has two ends; one a scraper to chip 
off the old putty and apply new. 
The patented shaper on the other 
end packs the exact amount of putty 
tightly in place and throws off the 
excess. One smooth stroke does the 
job. It’s fast and easy. For more 
information write the Fastener 
Corporation, Dept. AL & BPM, 
860-902 Fletcher St., Chicago 14, 
Il. 


Steel Frame Windows 

The In-A-Slide basement win- 
dow, designed and produced by 
New Monarch Machine and Stamp- 
ing Company is being announced 
as a multiple purpose window. By 
using In-A-Slides in connection 
with Monarch special vertical and 
horizontal mullions, this window 
may be built into units of 2 to 6 to 


a section, making a practical utility 
type window for factories, garages, 
service stations, e tc. In-A-Slide all- 
steel windows assure double wea- 
ther protection. Unique designing 
permits fingertip opening and clos- 
ing and self-supporting hinges af- 
ford deflected ventilation. They are 
easily installed and easily removed 
for glazing or washing. Made in 
three standard sizes. For further 
details write New Monarch Ma- 
chine and Stamping Company, 
Dept. AL&BPM,: Des Moines, Ia. 


Flameproof Cotton Insulation 
Flameproof cotton insulation 
now is being produced by a number 
of manufacturers with either 4 
backing or a complete envelope of 
aluminum foil, according to the 
National Cotton Council. The type 
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ROLL-OFF 





“The Active Truck Is the Money-Maker™ 





LUMBER TRUCK BEDS éince isis 


Complete Beds Shipped KD. 
EASILY MOUNTED 
Write for Catalog & Prices 





Two Hours 








Soundbilt is a name that stands for quality in plywood. 
As the name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It eomes from fine, old- 
growth logs. It is made in a modern plent. Soundbilt is 
a name you'll be hearing more about from now on. 


“Sunde 


“UF BLYWOOD, Me. 


PSP 230 EAST F STREET & TACOMA, WASHINGTON & PHONE MAin 0179 














for 
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WHOLESALE 
ga WESTERN PINES 

ti DOUGLAS FIR 

WE WEST COAST HEMLOCK 
M2 RED CEDAR SHINGLES 


With a group of excellent mill connections. our or 
ganization is prepared to offer exceptional] service :n 
West Coast Woods to a few additional customers. 
Let us demonstrate. 


Edward J. Sherman Lumber Sales 








Board of Trade Building 
ee) eG -\, lee me) iacie), | 








5. P. RINN 


Yard and Warehouse 


2759 So. Kedzie Ave. 


Chicago 23, Ill. 
BiShop 4080 





Concentration Yard 


Redding, California 
P. 0. Box 6 ' 


H. V. SCOTT 


Rinn -dcott Lumber Company 


LUMBER and LUMBER PRODUCTS 


General Office 


360 No. Michigan Ave. 


Chicago 1, Ill. 
RANdoiph 4678 
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Keymesh for Reinforcing Stucco oe i] a the o' 
Ry ] ous t 

Keymesh which offers positive J |» —< factu 
reinforcement for stucco is corro- hn penet 
sion resistant, has openings of suffi- oe q easily 
cient size to permit easy imbedment ‘ comb. 
of the fabric in the stucco coat, : | ey, with 
and is amply strong to support and ~ ce non-p 
reinforce the stucco, according to . ox fects 


shown on p. 50, which comes in 
standard sizes, has a waterproof 
vapor barrier on one side and a 
perforated breather cover, both 


made of aluminum foil, adding re- the manufacturer. Keymesh is a : ose furth 
flective qualities to the high in- fabric packaged in rolls 150 feet 5 State 
sulating efficiency of the cotton long by 3 feet wide. It is available ee = AL & 
blanket inside. For contplete infor- in two weights—woven of 17 gauge . : a York 
mation write National Cotton galvanized wire into a 14-inch ‘ ~ 

Council, P.» O. Box 18, Memphis, hexagonal mesh, and 18 gauge in 
Tenn. - l-inch mesh. For application meth- 





ods and complete details write the 
Keystone Steel & Wire Company, 
Dept. AL & BPM, Peoria, IIl. 


py 


if. I, 4 ‘ 
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Tips on Installation 
of Steel Casements 


Steeleraft Manufacturing Com- 
pany, producer of quality steel case- 
ments, has available a four-page 
folder entitled, Here Are a Few 
Quick Tips on the Installation. of 
Your Steel Casements.. Addressed 
to the contractor, five steps briefly 
describe: 1) unloading sash from 
truck at the job site; 2) proper 
handling of wire or clips holding 
ventilators; 3) application of the 
first coat of paint; 4) adequate al- 
lowance on exterior brick walls 
for calking, etc.; and 5) bracing 
the sash. Steelcraft window con- 
struction details are included on 
the final page. For copy of folder, 
write The Steelcraft Manufactur- 
ing Company, Dept. AL&BPM, 
Rossmoyne, Ohio. ) 


No “green wood" on this rugged team. 
Here is job-tested logging equipment 
that has proved itself with top per- 
formance under any conditions. New 
requirements and modern design have 
resulted in up-to-date adaptations of 
the old reliable machines. For further 
information about lasting service, 
economy, and speed of production, 
write, phone, or come in today! 


New Low-Cost Board 
Repels Rats 

United States Plywood Corpo- 
ration announces development of 
Protekwood, a new low-cost board 
that repels rats. Cage shown here 
is divided with a sheet of the new 
material. The rat is trying with- 
out success to gnaw through the 


HYSTER wi , om 
STER winches, sulkies, skidding pans Preteimeed to get ak tb. fo08 


and rigging; DISSTON chain saws; 
CATERPILLAR diesel engines. 


cteoscamannne 
Ky SESS ESS Tr hit tt 


GLENWOOD TRACTOR & 
ROAD MACHINERY CO. NEW YORK 


Albany, New York Telephone 5-5255 
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the other side of the cage. In vari- 
ous tests conducted by the manu- 
facturer, no rat has been able to 
penetrate the new product. The 
easily-applied laminated board, a 
combination of hardwood veneer 
with impregnated fibre faces, is 
non-poisonous and in no way af- 
fects poultry or farm animals. For 
further information write United 
States Plywood Corporation, Dept. 
AL & BPM, 55 W. 44th St., New 
York 18, N. Y. 


and insulating properties of rub- 
ber itself. In addition, it is re- 
ported to have the workability and 
all-around utility of the best oil 
based paints. Available in seven 
colors, Celadri rubber paint 
brushes, sprays, rollers; thins with 
water; requires no sizing coat; 
dries hard overnight. One appli- 
cation is’ sufficient for most 
surfaces. Write Celadri Corpora- 
tion for descriptive folder.—Dept. 
AL&BPM, Williston Park, N. Y., 


“Taper Seal" Sectional 
Garage Door 

Special feature of Capitol’s sec- 
tional wooden garage door is the 
Taper Seal principle of a free-oper- 
ating door for opening-and-closing 
ease, combined with a_ tight, 
weatherproof seal at the final point 
of closure. Close the door com- 
pletely and it seals ... lift the 
door and the seal is instantly 
broken . .. and the door rises 
freely up and over, out of the 


Amerock Cabinet Hardware 
in Brass and Bronze Finishes 

To meet the demand for genuine 
Amerock Cabinet Hardware in 
fnishes other than chromium, the . 

















manufacturer now offers a com- 
plete matched set of cabinet hard- 
ware made of wrought brass or 
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Few ie : We have recently doubled our kiln-drying 
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Buyers who know Scotch lumber 
know that it is always a depend- 
able buy — produced by an old 
established organization with a 
record of 52 years of customer 
satisfaction. 








bronze in polished brass, dull brass, 
dull bronze, and polished chrom- 
ium plated finishes. The new 
hardware is particularly suitable 
for use on linen closets and on 
cabinets in playrooms, dining 
rooms, kitchens, bathrooms, etc. It 
is suitable for use on painted or 
natural finishes. 

Four displays give dealers a 
choice of the finish or finishes most 
Popular in their particular locality. 
Each display shows a complete 
matched set of knobs, pulls, hinges, 
and catches in one of the four fin- 
ishes. For complete information 
write American Cabinet Hardware 
Comp., Dept. AL&BPM, 416 S. 
Main Si., Rockford, Ill. 
































Depend on Scotch lumber for 
trustworthy values. 



























































































































































Rubber Paint for Exterior 
and Interior Surfaces 
Celadri rubber paint (liquid rub- 
t bas: ), for.exterior and interior 
surface:, is a colloidal dispersion 
of pure »ubber, pigmented and pro- 
cessed ) serve aS a pure pro- 
tective oating having the virtues 
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Here’s a big repeat item of top quality 
Diamond Points are packed in a new package 
which prevents breaking of “sticks.” They are 
made by an exclusive Red Devil process from 
especially hard metal, treated against corro- 
sion. Come stacked in strong sticks of 100 points 
each to fit driver. 


Two SIZES 
No. 1 Diamond Points 


3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000 points (50 a. 


, nee 
mi sectn | JOR) 
1/2” long for No. 2~f a pur 





> 


Driver. 4,000 points (40 =P li 
ticks) to @ package. ( 





ATTENTION! 
YARD MANAGERS 





DON’T WORK EXTRA 
TONIGHT 


Send that plan to us for personal- 
ized changes. Fees as low as $25.00 
paid by your customer. Quick serv- 
ice. No added expense to your 
overhead. 


WRITE FOR DETAILS. 


Lumberman’s 


Plan Service 
120 Machin St., Peoria 5, Ill. 














way. Doors may be installed ac- 
curately without complicated meas- 
uring and adjustment. Important 
feature is the use of the new 
type slip joints for track connec- 
tions, eliminating bolts and fur- 
nishing a smooth operating surface 
that means noiseless running. 
Capitol Taper Seal doors require 
only 11” headroom for standard 
installation. Standard doors are 
available in several sizes. Write 
for illustrated literature Capitol 
Products, Dept. AL&BPM, Third 
at Adams St., Springfield, Ill. 


New Casement Operators 


Specialists in complete casement 
window hardware, the H. S. Getty 
Co., Philadelphia, will show new 
models at the National Hardware 
Show in New York, October 12-15. 
First of these is No. 4703-W case- 
ment operator, with exclusive In- 
ternal Gear, to be shown for the 
first time die-cast of high-strength 
Zamak alloy. 

With the addition of No. 4700 
casement operator, a_horizontal- 
gear model, Getty will round out 
its line of operators and accessory 
casement hardware. The company 
now offers Internal-Gear and ex- 
ternal gear in angle-drive; and 
horizontal gear operators as well 
as a complete line of casement 
fasteners and extruded bronze butt 
hinges in plain and ball-bearing 
types. 


Aluminum Laundry Tub 

A new product, the Easy-Kleen 
aluminum laundry tub, developed 
by the Aluminum Door Corpora- 
tion is made of a special, thick, 
corrosion-resistant aluminum alloy 


used for years by leading manu- 
facturers of washing machine 
equipment. The tub is available 
with twin or single compartments, 
unfinished or with a special baked- 
on white vinyl finish if desired. 
Joints are welded by a new method 
in which no flux is used. There is 
no spot welding, and the joints 
can never separate because they 


are permanently fused. Designeg 
to fit any job requirements, the tub 
can be installed with or without a 
utility shelf. For further details 
write Aluminum Door Corporation, 
Dept. AL&BPM, 467 South Wood. 
ward Ave., Birmingham, Mich, 


Modern Screen on Model Home 

The new stainproof, rustproof 
Lumite plastic window screening js 
used on the windows, doors and 
breezeways of this Smith & Hil] 
Model home in the Park Ridge 


project of suburban Chicago. This 
new screen material on doors and 
windows helps save time, work and 


money for the housewife as the 
plastic mesh never requires paint- 
ing.and can be easily cleaned with 


soapy water and a damp cloth § 


without danger of corroding, 
streaking or staining the sides of 
the building. For compléte in- 
formation write the Lumite Divi- 
sion of the Chicopee Manufacturing 
Corporation, Dept. AL&BPM, 47 
Worth St., New York City. 


Strand All-Steel 
Double-Garage Door 

The new Strand all-steel double 
garage door is for 16’ x 7’ opel: 
ings. It is an overhead receding 
(track) type of galvannealed sheet 
steel that has been hot galvanized 
and annealed for rust protection, 
and to provide a smooth, uniformly 





coated surface and a clinging ba* 
for paint, without need for spec! 
priming coat. The manufacture! 
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“=| |SHEVLIN-McCLOUD LUMBER COMPANY 








details ° 

soni. { Successors to Shevlin Pine Sales Company } 

: Aig SELLING THE PRODUCTS OF DISTRIBUTORS OF 

a *THE MceCLOUD RIVER LUMBER G oo 

| Home COMPANY : ‘bol PONDEROSA PINE 

ustproof McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 

eening is *THE SHEVLIN-HIXON COMPANY EXECUTIVE OFFICE 

Ors and Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 

| & Bill Neuter @ the Weltrn Place tunite MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
tion, Portland, Oregon. 

k Ridge 9 DISTRICT SALES OFFICES: 




















NEW YORK CHICAGO. SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
. Pardervesa Pine Woodwork Lexington 2-9117 Telephone Central 9182 Exbrook 2-7041 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 











Manufacturers and Distributors of all 


= 1! WEST COAST WOODS AND SHINGLES 
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werd me THENAME SILVER LAKE stampPeD ON EVERY FOOT 
orreaee @ PACKED IN CARTONS @ 
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PEER AN SETS alleen 


LOWER PRICED GRADES 


ble ae aoe. \ \ \ AA EDDYSTONE 
|  —_——_ SILVER LAKE CO. | Cheensscnce coorgse | TMAM 
Bes - Sold through Regional Distributors BENGAL 
“4 
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Ponderosa Pine Lumber 
Sugar Pine | Mouldings 
White Fir, Incense Cedar Cut Stock 


Tarter, Webster & Johnson, Inc. 


ging bas No. 1 Montgomery St., San Francisco : P. 0. Box 1731, Stockton, Calif. 


or specia! 
ufacture! ———a 
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is Strand Building Products Co., 
a division of Detroit Steel Products 
Company, Dept. P-107, 1710 Buhl 
Bldg., Detroit 26, Mich. 


E-L-A-S-T-I-C Glazing Compound 

Arm-Glaze Type M, a new bul- 
letin on Armstrong’s E-L-A-S- 
T-I-C compound, describes Arm- 
Glaze “up to 10 percent lighter in 
weight than putty, uniformly 
smooth, and easier to handle and 
apply.” The product is designed 
to save time and money in the pro- 
duction glazing of wood sash. It 


requires an initial set immediately 
after being applied, and it is elastic. 
Write the Armstrong Company for 
copies of the bulletin. Dept. AL& 
BPM, 4065 S. La Salle St., Chicago. 


Home Laundry Dryer - 


Andal Mfg. Co. announces Line- 
away, a new permanent home laun- 
dry dryer. It is a sturdy, all-metal 
clothes dryer, easily installed in 
basements, attics, utility rooms, 
garages or porches. In the up posi- 
tion, it is next to the ceiling, out of 
the way. In the down position, it 








N. B. Reynolds 
Sales Manager 


300M' | x 4" #2&Btr. Yellow Pine R/L 
200M’ | x 6" #2&Btr. Yellow Pine R/L 
200M’. 2 x 4" #2&Btr. Yellow Pine R/L 
200M’ 8/4" #2 SapGum & Tupelo 

200M’ 4/4" #2 SapGum & Tupelo $25 
100M’ 4/4" #1&Btr. SapGum & Tupelo 


YOUNGERMAN-REYNOLDS LUMBER CO. 


Montgomery 1, Alabama 


Mills & Resaws: 
Samson, Ala. 
Wetumpka, Ala. 


200M' 4/4" #2B&#2A Poplar S2S 
200M’ 8/4" #2B&#2A Poplar 

50M’ 8/4" #1 &Btr. 
50M’ 8/4" #2&Btr. 
50M’ 4/4" #2&Btr. 
100M’ 8/4" #1&Btr. 


Poplar 

Magnolia 
Magnolia $2S 
Swamp Cypress 











stock? 








YOU DON’T FLIP A COIN WHEN 
YOU CHOOSE A BUILDING SPE- 
CIALTY TO CARRY IN STOCK—— 


You Ask Yourself -- 


|. Is the quality of the kind to serve my customer well and so build 
profitable repeat business for me? 


2. Is the price to the trade reasonably competitive? 


3. Is my mark-up sufficient to warrant investment in a representative 


4. Is there dealer support from the manufacturer? 


ABESTO SAYS "YES!" 


Cold Roofing Adhesives and 
Coating Materials 


For full details write Dept. D3 


ABESTO MANUFACTURING CORP. 
Michigan City, Indiana 
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is ready to use. Lineaway will car- 
ry as much as 200 feet of line in ¢ 
x 20 feet of space, or as little as 32 
feet in 4 x 6 feet of space. For 
complete details write Andal Mfg. 
Co., Dept. AL&BPM, 140 Ash St. 
Akron, Ohio. 


New Locking Hardware 

Michael Flynn Manufacturing 
Company has designed new locking 
hardware for Lupton architectural 
projected metal windows. The new 
hardware is featured on all new 
Lupton windows of this type for 
school, office and commercial build- 
ings. There is a new locking handle 
for open-in ventilators; latch and 
keeper are concealed within the 
meeting rail. The new locking han- 
dle for open-out ventilators is de- 
signed for operation by hand or by 
window pole. Ventilators are locked 
or unlocked with a slight turn of 
the handle. Designed for comfort- 
able grip and smart - appearance. 
They are made in solid bronze. 
Michael Flynn products include 
metal casements, projected win- 
dows, pivoted windows, continu- 
ous windows, industrial doors and 
puttyless skylights. For further 
information, ‘write Michael Flynn 
Manufacturing Co., Dept: AL& 
BPM, 700 E. Godfrey Ave., Phila- 
delphia 20, Pa. 


Steel Bridging for Wood Joists 

A real saving in nails, as well as 
in time, results from the use of 
only one nail on each end of this 
Sta-Tite steel joist brace. The brace 
not only saves half the nails, but 
makes it possible to use smaller 
sized nails since it is strongly at- 
tached to the joist by patented, 
flange-grip ends. This results in. 
saving of approximately 200 nails 
in the construction of a home. Ac 
cording to the manufacturer, Sta 
Tite braces save time in the shop 


















STA-TITE FP 


Holds with a Gripe of Steet 
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One of the large 
Pacific Northwest manufact- 
urers of stock fir millwork 
invites your immediate inquiry 
by phone, wire or air mail. 
ANY WOODWORK ITEM IN CARLOAD LOTS 


SH° TRIM-FRAMES+ DOORS 
Rete 
E MILLWORK 


3201 FREMONT AVE. SEATTLE 3, WASH. 













HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH © OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


* 
High Grade Northern Hardwoods 
e 


Custom Kiln Drying . 


* 
Momborss PMA MLA MARA 


OCOnTO, WISCONSIN 





















A COMPLETE MAT SERVICE THAT GIVES YOU 


= CUTS THE COST OF YOUR NEWSPAPER & = 
= DIRECT MAIL ADVERTISING = 



















Buitpixc Propucts MERCHANDISER 


V AEE ANAS SEISINIC 


ee 


RAINY LAKE TET CO. Ltd. 
Sales Office: 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Preodects of J. A. hhethies, Ltd. Reiny Leke, Ont. 






ILLUSTRATIONS OF ALL THE ITEMS YOU SELL— © 













baal 12"| / 
MATS 9% = 
ALL FOR = 






To make your ADS STAND OUT — give 
them customer appeal — SAVE ON ART 
WORK AND COSTLY CUTS ... can be 
used on any paper or card stock, print 
in any color ink. 






WRITE TODAY — FOR FREE FOLDER SHOWING THE 245 
MATS IN ACTUAL SIZE YOU GET FOR $12.75 


16885 LIVERNOIS AVE. DETROIT 21. MICH. 


57 


by eliminating the necessity of mi- 
tering wood or starting nails; and 
time on the job because they are 
convenient to use and easy to 
fasten in place. For further infor- 
mation write Beloit Steel Indus- 
tries, Inc., Dept. AL & BPM, 307 
City Hall Bldg., Rockford, II. 


Jack Posts for New 
Construction and Existing 
Structures 

The Hi-Lo Jack Post, an all-steel 
permanent post with built-in jack, 
—adjustable from 5’ 7” to 8’ 4”, is 
scientifically designed to carry 
20,000 lb. loads. Special features 


are a rustproof finish, easy-to-ad- 
just screw, safety lock pin, heavy 
steel tubing and heavy steel plates. 
In new construction the post will 
eliminate squeaking floors, binding 
doors, sticking windows and 
further cracking of plaster; 
settling is controlled by gradual 
adjustments of the jack. A shorty 
jack post is also available. Ad- 
justable from 18” to 37”, it has 
the same features as the standard 
model except for its size. The 
Shorty is designed for use under 
houses without basements, trailers, 
floor posts, ete. For descriptive 





A postcard will 
bring you full de- 
tails and the mod- 
est cost of a year’s 
campaign. 





BILL DING 


Bill Ding is not untried. He has 
proved his worth. The 1948 campaign 
is geared to do a hard selling job un- 
der today’s conditions. 


87 MADISON AVE* NEW YORK I NEW YORK 


IS BACK? 











WHAY rT 


Md ‘ 
in‘Lumb« 
89g te Ae 
CSAS NOMI 

Winchester, Idaho 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 


* i” 
Craig Mourita 

t cy wt 

SS ON eS 


umber Co. 








Winchester Box Company 


Winchester, Idaho 





Industrial Cut Stock and Specialty Items 











UMBER 


61 YE 


Genera 


GOMPANY 


DS 
- PINE AND HARDW Oo 


ARS OF SERVICE. TO 
LUMBER DEALERS 
| Sales Office — KEL 


TYS, TEXAS 





literature write Wolfe Products, 
Inc., Dept. AL&BPM, 765 Miami 
St., Akron, Ohio. 


New Circulars Describe 
GBH-Way Lines 


GBH-Way Homes, Inc., is issu- 
ing three circulars to fully describe 
its present line of farm and home 
buildings. The Walnut Farm 
Building circular pictures and de- 
scribes the well-established line of 
Walnut laying houses, brooder 
houses and hog houses made with 
arched laminated rafters, and 
widely used throughout the mid- 
west. The Walnut Garden Cottage 
circular features exterior and in- 
terior pictures of the company’s 
low-cost garden cottage and master 
cabin homes made with arched 
laminated rafters and dormers. A 
Duplex tourist cabin is also de 
scribed. The Home-Way circular 
includes’ detailed specifications, 
exterior and interior photographs 
of the new Home-Way “straight- 
side” houses; sample floor plans, 
and descriptions of home variety is 
obtained in appearance, size and 
room arrangement. For copies of 
these circulars write the GBH- 
Way Homes, Inc., Dept. AL&BPM, 
Walnut, Ill. 


Metal Vent; Safety Door Holder 


Dura-Bilt Metal Vent and a Safe- 
ty Door Holder, products of A. G. 
Busch & Co., Inc., are fully illus- 
trated in the company’s folders K- 
Tc“ 








20, and IP-60. The metal vent storm 
sash ventilator is of patented two- 
piece interlock construction. It 
seals out air and permits exact con- 








trol of ventilation as needed. The 
safety door holder is cadmium 
plated for long life; can be raised 
and lowered instantly with touch 
of foot. For complete details write 
A. G. Busch & Co., Inc., Dept. Al 
&BPM, 2632 N. Central Ave., Chr 
cago, 39, Ill. 
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PAUL B. BERRY 


Wholesale—Commission 
Lumber and Forest Products 


Grand Rapids 6, Michigan 
Serving appreciative mills and consumers 
since War I, now assisted since War II by 

Paul B. Berry II 


Send me your stock and price lists 


Write or wire me of your needs 











Knudson & Mercer Lumber Go. 


Purveyors to 
Accredited Retail Lumber Dealers 
for 53 years 


LUMBER FROM SOUTH, WEST, NORTH 
Sash & Doors, Wallboards and Most 











Standard Specialties 
28 E. Jackson Bivd., Chicago 4, Ill. 





JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 




















BRITISH COLUMBIA 
LUMBER and SHINGLES 


Douglas Fir @ Western Red Cedar 
Hemlock © Spruce 


Are in Position to Make Prompt Shipments 


THURSTON LUMBER CO. LTD. 


Wholesalers and Manufacturers 
Metropolitan Bidg., VANCOUVER, B. C. 











ORNAMENTAL WROUCHT IRON 


Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Cel- 
umns, Pipe Railing. 


Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 
Office and Factory: 


2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE C° INC 
CINCINNATI OHIO 











BENDIX cacoree 


WOOD CARVINGS, MARQUETRY, TRIMMINGS 

Of genuine wood, not plaster or composition. 

Authentic designs in classical and moderne 

patterns for all uses. Made with skilled crafts- 

manship on specially designed machines, so 

finished they look hand-carved. Cut clean to 

apply instantly —no sanding. In random 

lengths or quantity orders made to your specification. Prompt 
“Wiamielivery from large ready stock to meet every requirement. 


Only the catalog or a visit to ovr showroom can give you on 
plete line ilable for i di delivery 


BENDIX Manufacturing Co. 
192 Lexington Avenuve, New York 16, N. Y. 





Buitprx 
UILDING PRropucts MERCHAMNDISER 


wUeeeceea 
STRAIGHT LUMBER 


You can turn out as much as 157 
lineal feet of STRAIGHT lumber —- minute ... and at 
less cost, too . . . with the Miner Edger. Light running, 
variable feed with feed belt tightener, guide rail oe 
well-balanced mandrel, rugged construction. Write TODAY 
for all the facts. 


Cte £22 Coa 








BURNER 
CONE GR 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 






























The Ralph L. Smith Operations 


BIG ... that’s the only way to 
describe the operations of the Ralph 
L. Smith Lumber Company. One of 
the biggest operations of the com- 
pany is the lumber mill at Anderson, 
Calif. This huge mill, logging equip- 





WM THE MEIWS 


ment, millsites and other equipment 
along with 127 million feet of timber 
was formerly known as the Deschutes 
Lumber Company and was part of a 
10 million dollar purchase and expan- 
sion program announced by Ralph L. 
Smith, president, November 1, 1947. 


ANDERSON, CALIF., mill of Ralph L. Smith Lumber Company, with log pond in 
foreground and drying kilns in left background. The five double track kilns and six 
single track kilns have a capacity of one million feet in a single charge. 











from fine 





MILEY, 








MIXED CARS 


Band Sawn 
N. C. Pine, Hardwoods, Cypress 
Including Hardwood Trim and End-Matched 
Pine, Oak, Maple and Gum Flooring 


When you want quality, specify Lightsey—products produced 
well-manufactured, 
dressed, accurately run to pattern, double-end trimmed to 
size; properly air or kiln dried. Over 80% of our output, 
including all finished products, is scientifically kiln dried. All 
air dried stock is Dowicide dipped. Lightsey lumber is accu- 
rately graded—will meet any grade inspection. 


quality timber; 


ROTHERS ::: 


SOUTH y Ganenins 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 


smoothly 


Member: 


Southern 
Pine Assn 


National Oak 


National 
Hardwood 
Lbr. Assn. 
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At the same time, Mr. Smith an. 
nounced that he and his associates 
had acquired some 48,000 acres of 
timber near Redding, Calif., from the 
Walker estate. 

Number one “big” at the Anderson 
mill is the recently completed drying 
plant, with a capacity of one million 
feet of lumber at a single charge. 
The plant consists of five double 
track kilns and six single track kilns, 
The newest type Moore Cross-Circu- 
lation Dry Kilns were used for the new. 
installation. The logging pond, stor- 
age and drying yards, -and all other 
operations are on_ proportionately 
large scale. A single lumber shed is 
300 by 180 feet. Other improvements 
under way at the Anderson site in- 
clude a new enlarged power plant, 
additional planing mills, housing for 
employes; ete: 

In addition to the mill at Ander- 
son, the Ralph L. Smith Lumber 
Company operates two sawmills at 
Canby, Calif.; Box Factory and Cut 
Stock Plant at Alturas, Calif.; and a 
Remanufacturing Plant at Klamath 
Falls, Ore. Products produced in- 
clude Ponderosa Pine, Sugar Pine, In- 
cense Cedar, Douglas and White Fir, 
cut-stock, glued-up stock, moldings, 
furniture dimension, ready-to-assem- 
ble furniture parts, industrial shook 
and lumber. 

Associated with Ralph L. Smith is 
his brother, Paul R. Smith, president 
of the M. R. Smith Lumber & Single 
Company, Seattle, Wash. For sev- 
eral years, both men held responsible 
positions in the M. R. Smith Com- 
pany which had been founded by 
their father. 

In 1924, Ralph L. Smith left his 
father’s company to organize his own 
business, the Ralph L. Smith Lumber 
Company. General offices are in Kan- 
sas City, Mo. A. B. Hood is general 
manager, with headquarters at An- 
derson. 

In addition to the company’s own 
products, the Ralph L. Smith Lumber 
Company is exclusive sales agent for 
the Ponderosa Pine Lumber Con- 
pany, which operates a molding 
factory and glue-up plant at El- 
gin, Ore., and sawmills at Izee, Wal- 


+ lowa and Joseph, Ore. 


Midwest Jobbers, Inc. 
in New Warehouse 
Midwest Jobbers, Inc. is now 1 


cated in its new warehouse at 3300- 
3308 S. Racine Ave., Chicago. Re- 


. cently completed, the new warehouse 


is especially designed for low-cost, 
clean handling of moldings, trim, pl¥- 
wood and other refined lumber items 
to dealers on a quick L.C.L. service 
basis. 

Stewart D. Griffeth, president, ad- 
vises that the company expects som 
to broaden its line to include also such 
items as sash, doors and K.D. Frames. 

Affiliated with, Midwest Jobbers, 
Inc., is Cook County Lumber Co., with 
wholesale yard and office at 130th and 
Indiana Ave., Chicago, specializing in 
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KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 





“Is it as Good as Kirby's?” 











Birch Flush Panel Doors 


Hollow Core 
1/8 - 2/0 - 2/4 - 2/6 - 2/8 x6/6x6/8x 1-3/8 
2 Lock Blocks — Grade A Birch 


Birch Exterior Doors 
(Glazed) 


2/8 - 3/0 x 6/8 x 1-3/4 
General Roofing & Construction Co. 


220 Florence St., Saginaw, Mich. 


MANUFACTURERS OF BIRCH FLUSH PANEL 
DOORS AND CUSTOM MILLWORK 


1/6 - 











SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
chinery . . . PORTABLE MILLS ... BAND MILL 
CARRIAGES ... EDGERS ... TRIMMERS... 
SHOTGUN STEAM FEEDS ... STEAM NIGGERS... 
LOG STOP AND LOADER ... AUTOMATIC FEED 
TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
AND “POWER HOUSE.” 


Canny Can eal wig 


MACHINERY OS 
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MILL SUPPLIES 





“Everything for 
the mechanical 
transmission of 
power.” 
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C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 


“In the Heart of the Deep South” 








AIR DRIED AND KILN DRIED 
| AIR DRIED PINE | 


HARDWOODS 


KILN DRIED POPLAR 


EXCLUSIVE SELLING AGENTS: 


bins sag a zi Il! Lor. Ce 


Ce | utes Lbr. Ce 
ark & Enterprise, Ala 


Neta ulga, Ala 


PINE PLUME LUMBER co. 


BELL BUILDING, MONTGOMERY, ALA. 
ESTABLISHED 1899 
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C. E. Klumb Lumber an | 





Phone 169 P. O. Box 391 | 


en 








PLANER and JOINTER KNIVES 


+ - also high speed knives and molding cutters 
tae the woodworking industry. 


-TAYLOR-STILES & CO. 


Riegelsville, New Jersey 


: Western Agents: 
% Hall & Brown, W. W. Machine Co.. St. 


Louis. Mo. 


Buiininc Propucts MERCHANDISER 





LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 




















H. B. Jordan, Gen. Mgr. C. M. Jordan, Treasurer 


* * 


CLARKE COUNTY LUMBER MILLS 


WHOLESALE FOREST PRODUCTS 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


* #* @® 
General Offices: 


THOMASVILLE, ALABAMA 
Phone: L. D. 167 


834 Maccabees Bldg. 
DETROIT 2, MICHIGAN 
Phone: TEmple 1-6201 























quick L.C.L. shipments of lumber, 
siding, oak flooring and other items to 
retail lumber dealers. 

Don A. Weidler is president of Cook 
County Lumber Co. and Howard Falb 
is resident manager. 


"Woody" 


Two years ago a newcomer to the 
retail lumber industry was introduced 
in AMERICAN LUMBERMAN. Since 
then he has enjoyed a remarkable 
growth, and is held in high regard by 
the many dealers who know him and 
use his services. 

“Woody” was the development of 
the Worldwide Syndicate, Dallas, Tex. 
His purpose is to provide an appeal- 
ing identification for a dealer, and his 
job is to remind all who see him of 
the dealer’s products and services. 

The value of this type of trade- 
mark has long been recognized by 
many other industries. Now, “Woody” 
has taken a substantial position in the 
building material field, and is becom- 
ing a potent influence in sales pro- 
notion and advertising programs. 


Record Crowd Attends Golf 
Meet for Michigan Salesmen 


The Michigan Association of the 
Traveling Lumber and Sash and Door 
Salesmen held its last summer golf 
tournament and dinner August 10, at 
“Tam-O-Shanter” Golf and Country 
Club, Orchard Lake, Mich. A record 
crowd was in attendance; 54 played 
golf; 120 attended the dinner. 


OBITUARIES 


Ray Cranston, 57, passed away 
August 14. He was associated for 
some 30 years as traveling salesman 
for the W. M. Ritter Lumber Com- 
pany, Columbus, Ohio. Mr. Cranston 
in 1939, was president of The Michi- 
gan Association of the Traveling 
Lumber and Sash and Door Sales- 
men. 


Jacques Willis of Chicago, part 
owner of the Buffalo Lumber and 
Manufacturing Co., was buried Aug- 
ust 27 at St. Arnaudville, La., his 
birthplace. Mr. Willis, 59, was an 
official in the plywood industry for 
more than 30 years. 


Charles H. Colter, 71, organizer of 
the Colter Brothers Lumber Co., 
Kendallville, Ind., died from a heart 
attack September 9. Mr. Colter with 
his brother, W. A. Coltér, had bought 
the Hoffman Brothers saw mill and 
lumber company in Kendallville in 
1929. Two years later his brother 
died and the mill burned to the 
ground. With Frank Jordan as his 
partner, Mr. Colter rebuilt the mill 
which he continued to operate until 
1945. He retired from business fol- 
lowing his sale of the mill to the 
Holmes McCormick organization. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classified 
advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
oint style. No cuts or special borders allowed. 
‘or advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 


Rates — Cash With Order 
Minimum Charge $2.00 


For one or two insertions 10c per word per in- 
sertion, with minimum charge ef 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used, regular line 
rate is charged. 

When answering box numbers or mailing copy 
‘or ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods aol White Pine. Steady work, 
union scale. Address E-42, American Lumber- 
man. 





Wanted: Man with sales and office experi- 
ence in retail lumber and fuel yard. Some 
knowledge of lumber and millwork. Excel- 
lent opportunity for right man. Address 
D-57, American Lumberman, Inc. 





HELP WANTED: Manager for retail lumber 
and fuel yard located in medium size town. 
State age, experience and salary expected. 
All applications treated in confidence. Ad- 
dress Box E-28, American Lumberman, Inc. 





Northern Michigan saw mill wants Hardwood 
lumber inspector. State experience and age. 
Address Box C-65, American Lumberman, Inc. 





Experienced estimator. Also detailer and 
biller. Give full information in first letter. 
New sash and door factory. West Millwork, 
Inc., P.O. Box 1679, Houston 1, Texas. 





Experienced Millwork shop foreman in city 
of about 25000 people. Modern shop of about 
50 men and very good machinery. Good 
wages and bonus. In answering state experi- 
ence, give age, size of family, church affilia- 
tion if any. New modem house available. 
Write Dakota Sash and Door Co., Aberdeen, 
South Dakota. 





SAW MAKER—Experienced, on large Circu- 
lars or Ban maximum or ae work, 
R. HOE & CO., Inc., 910 E. 138th St.. New 
York 54, N. ve 





HELP WANTED 








WANTED: Experienced lath and dimension 
mill operator, either by piece, hour or con- 
ag Address D-58, American Lumberman, 
ne. 





WANTED—YARD SUPERINTENDENT 
Must be experienced and ambitious. Salary 
will be — to the right man. For 
reference we can furnish name and address 
of present superintendent who is leaving to 
go in business for himself. Write: 

LAPORTE LUMBER & COAL CO. 
LaPorte, Indiana 





An Indianapolis wholesaler of building ma- 
terials has a opening for a young man for 
eneral office work. Experience desirable 
ut not essential. State age and experience 
in full. Address Box E-31, American Lumber. 
man, Inc. 





Superintendent Wanted 


For Northern Hardwood Saw Mill including 
Planing Mill and Dry Kilns. Good oppor. 
tunity for man with proven record. State 
age, experience and references. Address 
D-55, American Lumberman, Inc. 





pa | known eastern manufacturer has 
opening for Midwest sales representative ex- 
perienced in sale of creosote oil and pitch. 
Age 30 to 40; college graduate. Address Box 
No. E-55, American Lumberman, Inc. 





Manufacturers of jamb and a type over- 
head garage door hardware, 35 years in busi- 
ness, wants successful sales representative in 
northwest, southeast and south-central. Now 
aggressively advertised in areas covered, 
Representative must now be calling on hard- 
ware and building supply dealers. Must have 
proved record of production. Liberal commis- 
sions. State lines carried, territory covered, 
frequency of calls. Address Box E-56, Amer- 
ican Lumberman, Inc, 


BILLER AND DETAILER 
MILLWORK—Must have experience on high 
class residences, commercial, industrial and 





public buildings of all kinds. Permanent posi- 
tion. Ideal working conditions. State experi- 
ence fully and mention former employers. 
Harris Brothers Company, 1349 W. 35th Street, 
Chicago 9, Ill. 





RARE OPPORTUNITY FOR MILLWORK 
PRODUCTION MAN AND PLANT 
SUPERINTENDENT 


If you are qualified to operate a millwork 
plant employing 250 people and wang back- 
ground and experience is such that it 
bear close investigation, you are invited te 
write, stating your qu@lifications. 


To the person able to meet the requirements 

for this position there is a splendid life-time 

opportunity with one of the largest millw 

manufacturers on the Eastern Seaboard, loe- 

cated in the New York Metropolitan area. 

— Box No. E-64, American Lumberman, 
Cc. 


a 


Sales Manager, Remodeling and Installation 
Department. Able to do selling and tram 
new men to supplement our present sales 
staff and give-aggressive supervision to sell- 
ing for our contractor customers remode 
and installation jobs of all kinds. Wond 
opportunity for the right party. Good salary 
and other incentives. i arr Lumber Co. 
P. O. Box 2169, Denver, Colorado. 





— 


CABINET MAKER WANTED 
Good reliable man, sober and steady. Stal¢ 
pay wanted. The A. G. Sharp Lumber Co. 
224 Brittain Street, Youngstown 1, Ohio. 


— 


WANTED—by Southern Wholesaler and Ma 
ufacturer capable man with West Coast ¢: 
perience for buyer and manager of Portl 
— Address E-61, American Lumberman 
nc. 











LUMBER AND MILLWORK BUYER 


Experienced—with some knowledge of build- 
ing materials and supplies. Direct mill co 
nections preferred. State age, Cg and 
salary desired. Address Box E-54, Ame 
Lumberman, Inc. 


September 25, 1948, AMERICAN LUMBERMAN & 





